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There is Opportunity in Shoes 
A Real Chance for the Young Fellow 


be O you think there is any 
future for a young man in 


the shoe business?” 

This was asked of me by a clerk— 
I could not call him a salesman. He 
has been in the business of selling 
shoes for a long time. At least, I 
have seen him around shoe stores 
for a period of years. 

Well, I just stood and looked at 
this chap for a minute and sized him 
up from head to foot. He wore an 
old, scuffed pair of shoes. His pants 
were frayed and fringed around the 
bottoms. He needed pressing and 
cleaning about the worst way. His 
shirt and collar were a sight for men 
and fishes. Altogether about the 
shabbiest, sloppiest, most indiffer- 
ent and careless person I have seen 
for years. 

Any future to the shoe business! 
Ye gods! 

So I said to him: “Do you think 
people are going to quit wearing 
shoes and go barefoot? Do you 
think that all shoe stores are going 
out of business? What’s on your 
mind, anyhow?” 

“Well,” he said, as he inhaled a 
deep breath of cigarette smoke, “I 
have been at it for a long time and 
I ain’t got nowhere. Here I am 
drawing the same money year after 
year. I don’t seem to be gettin’ no- 
where.” 


“Oh, bit you are,” I said. “You 


With His Fitting Stick 
By R. L. PRATHER 


are getting nowhere about as fast 
as any man I ever saw. And you 
will keep right on getting nowhere 
unless you brace up and get a better 
look at yourself. Why, man, there 
is more future to the shoe business 
than anything I know of. And there 
is more future for real shoe sales- 
men than almost any profession. I 
mean real shoe salesmen. You ex- 
pect a little too much of life, I think. 
You ask Dame Fortune to hand you 
a lot without exchanging anything 
for it. You expect to grow big in a 
business that wants some return. 
Wake up, man, and get next to your- 
self.” 

“What’s eatin’ you, Hank? I’m 
not so bad. I guess I sell about as 








many shoes as the next one. There 
ain’t many guys that get a bigger 
book than me.” 

“Maybe so, maybe so,” I answered. 
“But how do you sell them? You 
may think you are a great salesman 
because you have a big book. But 
how many jobs have you held in the 
past year, and why have you floated 
around from one store to another? 
You only work when extra men are 
needed. Your big time is during 
clearance sale season. I have seen 
you work, remember. Your long 
suit is getting the money. You 
never seem to stick anywhere long. 
Why is it?” 


E swelled up like a toad and 

said: “Because the bosses don’t 
appreciate a man any more. They 
are fine and dandy as long as they 
need a man, but they hand you the 
lemon when business slacks off. Me, 
I am goin’ to get out of the shoe 
game and get into something where 
a man’s work is appreciated.” He 
looked at me defiantly. “Tell me 
there is any future to a business that 
keeps a man hustling for work all 
the time. Applesauce!” 

I saw that this fellow needed some 
good sound advice and I handed it to 
him strong. 

“Boy, think! You have to hustle 
for work because no one wants you 
on the payroll steady. You get work 


[CONTINUED ON PAGE 59] 
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Making Use of the Theater 


Not For Shows But For Footwear Models 


AUFMANN & BAER CO., 
K Pittsburgh department store, 
killed the proverbial two 
birds, or was it a flock of birds, with 
a single stone in presenting the 
famous “Tiller Girls,” English 
dancers, in a shoe promenade in the 
store; in making it an exclusive 
presentation of their own registered 
“Fashonia” Footwear; in punctuat- 
ing the fact that “Fashonias’” were 
reduced from their regular eight 
doliar price to six-ninety for the 
month of the October sale; in hav- 
ing the Tiller Girls wear “Fashonia” 
shoes exclusively while in Pitts- 
burgh; and in having the theater 
program say so. 
“A smart stunt,” the merchants 
of Pittsburgh call it, for K. & B. to 
get the world famous double octette 


of dancing feet to spread the 
“Fashonia” name. 

The promenade was held at the 
luncheon hour every day for a week 
concurrently with the headline ap- 
pearance of the Tiller dancing team 
at the Lowe’s Penn Theater in 
Pittsburgh. A runway built diagon- 
ally across the shoe department at 
a height of about four feet was used 
for a modeling platform. Four girls 
promenaded each day, modeling 
about fourscore shoes in the course 
of the week. Coats and hats from 
the store’s fashion stocks were 
modeled with the shoes. 

Less than eighteen months ago, 
Kaufmann & Baer Co. conceived the 
idea of producing a shoe that would 
perfectly meet the style, quality and 
price demands of the Pittsburgh 


clientele and of having the shoe 
copyrighted, assuring “bread and 
butter’ shoe business in foul and 
fair weather, when advertising 
space would be meager as when it 
would be plentifully available. The 
“Fashionia” sales have far surpassed 
the highest hope of the store. 

“Fashonia” shoes are built to 
Kaufmann & Baer specifications. 
The make, quality and weight of the 
leather is prescribed, the lasts are 
specified and of course the styles are 
determined by the department. 
There are three sources for “Fash- 
onia” shoes, three makers engaged 
in their production, which tends to 
keep the quality on a high plane. 
Eight of every ten “Fashonia” shoes 
are black and most of these are of 
patent leather. 


Kaufmann & Baer made liberal use of photographs of the “Tiller Girls” in their windows during the sale 
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No Profit on the First Pair 


That’s Ben Lindgren’s Theory, and It Works 


HE ideal business, from the 
merchant’s viewpoint, is the 
one that has been built on re- 
peat orders. A steady increase in 
the volume of such a business is 
proof that the merchant is offering 
a substantial service to his com- 
munity as well as making money for 
himself. 

How many retail shoe merchants 
vill say, with Ben Lindgren, “I do 
not plan to make a profit on the 
irst pair of shoes I sell a customer. 
[he service which I give absorbs the 
profit on the first pair. But I know 
this service will bring me that cus- 
tomer’s future business.” 

“He who serves best profits most” 
is the Golden Rule of the Lindgren 
Foot-Fitter Shoe Store, 1307-1309 
Fourth Avenue, Seattle. It is a re- 
ligiously followed ideal upon which 
Ben Lindgren has built a successful 
business. 

The new Lindgren store is one of 
the most attractive in the Seattle 
shopping district. The _ interior 
finish and furniture are of dark ma- 
hogany. The floor is polished maple. 
Shelves for stock are of the new 
type, within reach of the salesman 
from the floor. The _ shelving 
throughout the store is built into 
the wall, which allows no dust to 
gather. The store has two depart- 
ments, men’s section occupying one 
store space and women’s department 
and the foot comfort department oc- 
cupying the other store space. The 
main departments are divided by a 


BY LAWRENCE WM. PEDROSE 


chamber wherein feet are skillfully 
treated. This chamber, or doctor’s 
booth, is faced by a mahogany com- 
bined display case and mirrors. 

The personnel of the store con- 
sists of Ben Lindgren, his brother, 
Walter Lindgren, Ross. Sherlock, as- 
sistant, and Dr. Francis A. Hopkins, 
chiropodist, who carries a_ state 
license. 

“Keep Your Feet Off Your Mind” 
is a catchy slogan which the store 
uses on its cards and other printed 
matter. The phrase is effective; it 
tells more plainly than a_ direct 
statement would convey, the service 
which the store offers to persons 
who are bothered by their feet. 

Mr. Lindgren does not believe in 
sales and it has always been his 
policy not to hold them, because they 
usually are overdone by competing 
merchants and then they are not 
profitable for anyone. His method 
of stimulating business is to offer 
some special inducement. For in- 
stance, during July the store offered 


Lindgren’s 
1307-1309 Fourth Avenue, 
Standing in the doorway are (left 


to right) 


a free complete foot treatment by 
Dr. Hopkins to every purchaser of a 
pair of shoes. The standard price 
of this treatment is two dollars. 
The extra service proves an induce- 
ment to new and old customers and 
overcomes the objections to a “sale,” 


N important asset to the store is 
the growing cooperation of the 
physicians and surgeons in the city, 
who send patients afflicted with foot 
trouble direct to the Foot-Fitter 
store. Approximately 200 doctors 
are located in the same building as 
the store. About 90 per cent of the 
medical men of the city have offices 
within two blocks of the store. Mr. 
Lindgren wins their support by) 
making personal calls upon’ them— 
and by giving satisfactory service. 
Mr. Lindgren believes a _ retail 
salesman should know more than 
how to sell shoes—he should know 
something of anatomy, should. un- 
derstand feet and apply that knowl- 
edge. 


Store, al 
Seattle. 


Foot-Fitter 


Ben Lindgren, Walter 


Lindgren and Ross Sherlock, assis 


tant 
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~ Getting More Shoes Sold Right 
















Don’t Do It 


NE of the amazing practices in the merchan- 
dising of rubber protection footwear is the 
pre-season bargain sale that spoils regular business 
at regular profits for hundreds of other merchants. 
What do you think of a business practice that 
dumps on to the public in the big cities thousands 
of pairs of shoe coverings just a week or two pre- 
vious to the natural demand by everybody for such 
footwear? 

Perhaps there is no more unique article of mer- 
chandise than rubber protection footwear. Every 
community that gets a good snow storm previous 
to Christmas finds itself head over heels in busi- 
ness for a day or two. Some stores sell out to the 
last pair and take in more money in one day than 
what they would normally ring up in a week. The 
public wants the footwear when they want it, and 
will buy it at no other time. A fair price is never 
questioned. Hundreds of suburban stores look for- 
ward to the first stormy day for the biggest busi- 
ness day of the season or year. 

Last year some of the big department stores pur- 
chased thousands of pairs of serviceable rubber 
overshoes, most of them out of style, but still of 
great utility. The advertised price in town made 
the standard stock of the little merchant in the 
suburbs look like high profiteering. Department 
store buyers who “checked-in” with huge sales to- 
tals last year are undoubtedly looking for the same 
thrill this year. Perhaps there are no more old re- 
serve stocks available for these sales. We hope so. 
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We would like to see a more intelligent method 
of merchandising rubber protection footwear. We 
have noted many merchants who have urged their 
public to be prepared in advance of the storm. But, 
by and large, the rubber over-shoe business de- 
pends upon the first great storm. If it comes be- 
fore Christmas it is worth seven storms after 
Jan. 1. 

If something could be done to eliminate that un- 
kind and unfavorable pre-season bargain sale every 
merchant would feel that he had ahead of him the 
greatest opportunity for profit in years. 

Never was rubber protection footwear more 
styleful and colorful. Millions of people will need 
it and will take pleasure in its ownership. If we 
could break down the first obstacle to the accept- 
ance of these necessary foot coverings, an obstacle 
artificially made by a misplaced clearance period, 
then, indeed, would the rubber business of the 
average store be less of a football of chance, and 
more a steady item of revenue each and every year. 


Honesty— 


with Reservations 


GREAT merchant back in the days when hon- 
esty was a general term applicable to 99 per 
cent of the public, coined the phrase “The public is 
always right.” Then followed years of pleasant 
friendship with the public, wherein the return of 
merchandise was usually “for cause.”” Those were 
the days when law was law, liberty was liberty, 
and honesty was real honesty. 


Retail organizations because in the past they 
had made a success by the policy of accepting any 
and all return goods from the public, came to be of 
the fixed mind that that policy should never be 
changed. 

But what are we facing today?—honesty with 
reservations. The woman who wouldn’t think of 
stealing a postage stamp buys goods that she knows 
she will return. She wears them a day, a week or 
a month, and back goes the goods, and no article 
of a store’s sale is returned more often than shoes. 

The merchant himself is responsible for this new 
violation of honesty. When a little girl working in 
an office selects a pair of $25 evening slippers, has 
them charged on her parent’s account, then wears 
them to a dance and returns them the next morn- 
ing—credit cheerfully given—isn’t there something 
wrong with the policy “The public is always 
right’? 

When a new season comes around a little factory 
wants to look at some samples of shoes and sends 
three girls to a prominent shoe department to se- 
lect certain patterns on a Saturday morning— 
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these shoes are then studied and copied and re- 
turned for credit on Monday morning. When a 
woman buys a pair of white shoes in June and re- 
turns them in October, worn twice, and then for- 
gotten—what price honesty ? 

We could go on giving example after example of 
the fool policy of giving the public everything. 

When there is a flaw or a damage in the mer- 
chandise, the credit is O. K. We are not so sure 
that a misfitting should be made the subject of a 
credit, when a girl will come into the store, hug 
up her toes on the fitting stick, take the shoes and 
return a week later, and then stand on the fitting 
stock, with 150 pounds of indignant weight put on 
the foot, to spread it two sizes. There are all sorts 
of tricks in this game of returns, and it is all due 
to the literal translation of a policy of 1900 car- 
ried on into 1927. 

It is time that something were done towards 
correcting a policy which encourages public dis- 
honesty. The clerks of one big shoe store have on 
record some fifteen women who have not pur- 
chased more than a pair of new shoes a year, and 
have a reputation of taking out and wearing for 
short periods as many as twenty pairs. They do 
it boldly in the knowledge that the house’s policy 
is “Anything the public 
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Needed—More Salesmen 


66 HAT the shoe business needs most right 
now is salesmen,” remarked a western 
merchant recently. “If we are really facing ad- 
vances that will call for more selling than ever be- 
fore, then we need salesmen, and saleswomen. The 
greatest need in educational work now is a series 
of practical lectures and demonstrations in selling 
at retail. Our business schools turn out millions 
of stenographers, bookkeepers, bank clerks and the 
like, but salesmanship seems to be neglected. It is 
next to impossible to hire extra help in a pinch. 
The salespeople we pick up are apt to be incompe- 
tent, careless, floaters who jump from one job to 
another. They seem to feel that time serving is all 
that is expected of them. We shoe merchants lose 
many customers and a lot of money because of the 
stupidity or downright ignorance of the extra help 
we are compelled to put on in emergencies. I 
would be willing to subscribe to a fund tomorrow 
to establish or endow a school where young men 
and women could learn shoe fitting and selling.” 
Not only is this true of extra help but it also 
bears pretty hard on many of the regulars. When a 
salesperson permits a customer to do all the buying 
it is time for some in- 
tensive educational 











says is right.” 

It is one of the con- 
tributing factors to a 
dishonesty menacing to 
American life. Every 
child knows his parent 
is a prohibition law- 
breaker. What a sorry 
day is ahead when 
every daughter is 
taught that it is pos- 
sible to be dishonest 
without the stigma of 
thief. 


the shoe business. 


2 ing helps, etc. 
When shoe salesmen 
do not know anything 
about advanced prices A 
or the cause of same, 
how can we expect the 
public to get the news 
in the right manner? 
Six salesmen were 
asked about prices re- 
cently and all of them 
professed ignorance of 
the matter. Should we 
not begin educating our 
own before we under- 
take the education of 
the public? 


Century Club. 


The Reason Why 


E. H. MARTIN SHOE CO. 
McComb, Miss. 
We have been constant readers of the Boot AND 
SHoE ReEcorDER as long as we remember, which 
covers a period of almost a quarter of a century in 


We are frank to admit that we do not know of 
any type of reading matter that gives us any more in- 


formation regarding shoe merchandising, advertis- 


Yours very truly, 


(Signed) 


Here’s another member of the REcORDER Quarter 


We can well imagine that the REcorRDER is a 
welcome visitor to Mr. Martin’s store. 

Because it brings to him interesting news and 
practical information from all over the shoe map. 
And knowledge is power. 


Tacs & Tr. 
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work. Shoes must be 
sold to the wearers not 
bought by them. Many 
times in their eager- 
ness to make a sale and 
ring up the cash regis- 
ter the salesperson al- 
lows the wearer to put 
on a shoe totally unfit- 
ted for his needs. Shoes 
of better quality and 
price may be sold in 
many instances if the 
salesman would only 
use a little gray matter. 
E. H. MARTIN, This is not a scold- 
Secretary-Treasurer. ing attitude of the RE- 
* CORDER. We are not 
indicting shoe _sales- 
people generally. There 
are so many fine ones 
in the business, men 
and women, that we 
bow to their superior 
talents. But there is 
need for more. 

Who will start the 
ball rolling for a school 
of shoe salesmanship 
on the order of a busi- 
ness college? 








President. 


_J 



























Good Styles Die Hard 


66 T’S mighty hard to kill a good 
: style,” said S. J. Kramer, of the 
Artcraft Shop in Washington, D. C. 
*We brought out a one-strap, me- 
dium heel pump—a tailored walking 
shoe—three seasons ago. We closed 
it out five different times, bought it 
again, and it is still good. A shop 
like ours which carries the most un- 
usual patterns can do this by vary- 
ing. materials and combinations. 
There is style and there is fashion. 
Style is the adaptation of a pattern 
to the foot, while fashion is some- 
thing of the moment.” 

‘To prove that advertising is read, 
Mr. Kramer said that recently. a 
paper quoted the price of a shoe in 
an advertisement as $8.50 when it 
should have been $18.50. In two 
days there were 85 personal and 
phone calls inquiring about the shoe. 

Setting the retail price on shoes 
when they are being bought is all 
wrong, according to this authority. 
If the shoes look good when they 
come in, smack on a few extra dol- 
lars. On the other hand, if they 
don’t look so good, mark them down 
at once to where they will move, re- 
gardless of the newness or the actual 


cost. 
* * ¥. 


He Outfits Whole Clubs 


HE only exclusive men’s shoe 

store in Harvard Square, Cam- 
bridge, Mass., is that of Peter M. 
Larkin. Even with the thousands of 
college men going past his doors 
each day, Larkin finds it advanta- 
geous to stage special stunts to at- 
tract the men. Sometimes it is 
getting a popular man to act as a 
booster, but his best publicity punch 
comes from fitting up various clubs 
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Peoples Ideas) 


by Harry R Terhune 


( Other 


such as the Mandolin, or. Glee Club 
with dress shoes. A special induce- 
ment in the way of a price reduction 
is made when the organization is 
fitted up in a body. Mention is made 
in the official program that the club 
members wear Larkin’s shoes. 
* * * 


A Pair Sales Record 
Minus a Book 
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One of these tags is attached to a 
sample of every number 
VER hear of a “pair sales record” 
system, in which no books are 
used? In the private office of 
Charles J. Reynolds, who guides the 
destiny of the Gimbel basement shoe 
department in Philadelphia, is a 
long shoe rack, similar to those in 
permanent sample rooms. One shoe 
in every line in his department is 
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there arranged in numerical order. 
A five-inch ordinary shipping tag is 


attached to each shoe, giving its 
weekly sale history. This tag has 
the stock number, pairs received and 
retail price. A pair count is taken 
of the entire stock each Tuesday. 
and these new figures are written 
on the tags at once by Mr. Reynolds’ 
secretary. Each Wednesday he is 
able to visualize the exact condition 
of his stock. The advantage of hav 
ing actual shoes over leaves of a 
record book is quite apparent. Then. 
too, considerable time is saved, for 
it takes less time to look over the 
shoes than it: would to turn the 
pages of a book. 

As most of the shoes are made up 
special, they are given stock numbers 
that help greatly in the selling. Al! 
patents are in the 1000’s, tans 1100. 
satins 1200, and so on. If a pattern 
is bought in patent, satin and colored 
kid; it will. have the same two last 
numbers. 

All shoes are racked out in bot! 
stock and reserve, starting with th« 
smallest numbers and going up. Ii 
is very easy for a salesperson to find 
a corresponding pattern in anothe: 
leather, as it will bear the same tw 


last numbers. 
% * * 


An “Odd Size Index” 


N addition to his regular car 

index file, H. E. Grower ot 
Keene, N. H., has a special “Odd Siz 
Index.” In this box are kept th 
records of some three hundred cus 
tomers who require out of the ordi 
nary fittings. This little box pay 
for its upkeep many, many times i) 
the course of a year and add 
greatly to the prestige of the stor: 
The hard-to-fit customers have 
kindly feeling toward-the store whe: 
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they hear Mr. Grower’s voice on the 
phone saying: 

“Mrs. So-and-So, I am just or- 
dering some new shoes and feel sure 
you will like a pair of such-and-such 
a shoe in a month or so. No deposit 
is required and there is no obliga- 
tion if they do not entirely suit.” 

Not this set wording each time, 
but that is the thought. 

For many years Mr. Grower has 
been preaching to his men customers 
the advisability of buying two pairs 
of shoes at a time. The past few 
months have seen more double- 
headers bought than at any time 
since he has been in business. Most 
of the extra pairs are “the same 
thing in black,” proving that the 
men had remembered and taken to 
heart the advice about having a 
couple of pairs of shoes going at the 


same time. 
* * * 


Stick to Your Last 


667Q(ACH merchant should stick to 

the merchandising policy to 
which he is best adapted, and which 
also takes into consideration the 
trade of his particular store. He 
should have what his store’s clientele 
requires and not try to carry what 
every one in town appears to be 
selling. A man’s size job is in front 
of him merely in merchandising his 
own stock and tending to his own 
trade, without trying to corner all 
the trade of the town.”—Calvin H. 


Bachrach, Roanoke, Va. 
* * * 


Shoes in a Book Shop 





Oliver Hill 


Sam Frankel 


HOE sections in department 

stores have been accepted for a 
long time. From Dallas comes the 
interesting information that J. O. 
Hill and S. Frankel have opened 
their “Kiddies Shoe Store” on the 
mezzanine floor of the new Van 
Winkle book store. This old estab- 
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Merchandising Store Advertising 
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HEN Herbert J. Rich opened 
a branch Nettleton department 
in Goldheim’s store on H Street, 
Washington, D. C., he put over some 


very clever advertising. First he 
got a gilt edged list of names of men 
whose business addresses were with- 
in four blocks of the new store. A 
series of snappy postals was mailed 
once a week to this list. These 
cards carried a reproduction of the 
daily advertisement that always ap- 
pears on page three of the Wash- 
ington Post, so brief mention was 
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made of this fact. Some clever say- 
ings appeared on the address side 
of these one-cent government post 
cards that would cause the recipient 
to turn the card over. 

Traceable returns placed the num- 
ber of new Nettleton customers at 
227 for the first month through this 
method of attack. The new depart- 
ment is one where men like to trade 
on account of its clubby atmosphere, 
so the new customers made are rea- 
sonably sure to become permanent 
ones. 








lished store attracts many youthful 
patrons through its stock of games, 
toys, dolls and kindergarten supplies, 
and so is a place where shoes for 
children may be logically sold. Both 
the owners of the shoe department 
are experienced shoe men, who have 
specialized on fitting children’s shoes. 
Following is the text of a very suc- 
cessful letter which went out just 
prior to the opening date: 

“On Monday, July 18, you are in- 
vited to inspect what we think is 
destined to become one of the most 
popular features of Van Winkle’s— 
The Kiddies’ Shoe Department. 

“An exclusive children’s shoe store 
has been a crying need in Dallas for 
a long time. Not a place where shoes 
for the little ones are merely an ad- 
junct, but a place where the central 
idea is to give children high grade 
shoe service. 

“The Kiddies’ Shoe Department is 
a long cherished ideal of the man- 
agers, Messrs. Frankel and Hill, both 
of whom have been connected with 
the sale of children’s shoes for years. 
When their plans began to material- 
ize, they set about finding a suitable 





location, realizing that the interest 
of the child is ever paramount at 
Van Winkle’s, caused them to locate 
here. 

“You are cordially invited to at- 
tend the opening of this new depart- 
ment on the date above mentioned. 
There will be souvenirs for the little 
ones, and we feel sure you will en- 
joy seeing what thought and effort 
we have put into it. 

“Any purchase you make in this 
department will be handled in the 
usual manner and in conformity 
with the rule governing our store, 
which is that the customers must be 
absolutely satisfied with every pur- 
chase made. Be sure to attend the 


opening.” 
* 1 * 


Quit Kickin’ 

s¢QNOME merchants are kicking and 

squabbling because business is 
so poor. If you have the merchan- 
dise, you’ll do business, even under 
alleged bad local conditions. We are 
going to beat our 1926 volume,” said 
Proprietor Groves of the Juvenile 
Shoe Store, Tampa, Fla. 
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NE of my friends in a nice 
O little town, a railroad divis- 

ion and in a good farming 
community, recently greeted me 
with a long face and a wild tale of 
the bugaboo of a chain store coming 
in with lower grade shoes. He was 
scared stiff. 

“Here they come and open a store 
right under my nose,” he said. “I 
will lose a lot of customers. The 
chain store can undersell me and get 
away with it.” 

“What prices are they quoting?” 

“Five-ninety-eight, and darned 
good-looking shoes too.” 

“Well, that’s almost six, isn’t it?” 

“Yes, it’s just the same as six to 


























Exorcising the Newest Ghost 


Price Competition Not Half So Harmful as Some Think 


me, but the women will fall for it.” 

“How many six dollar shoes do 
you sell to your women customers?” 

“Well, I haven’t carried any wo- 
men’s shoes at six yet, but I suppose 
‘I will have to put them in now.” And 
he heaved a deep sigh. 

“Why, man alive,” I said. “What 
on earth are you kicking about? 
How can this chain store take away 
from you something you do not own? 
You say you sell no six dollar shoes 
to women. How can it interfere 
with your business? 


66 REAT Scott, man! You may 

lose an occasional customer on 
price alone, but they will learn that 
a six dollar shoe is not a ten dollar 
shoe. They may buy the first pair 
on looks and price appeal but your 
price range is not in the chain store 
class at all. You have established a 
nice business here on women’s shoes 
at ten and up. You sell a lot of men’s 
shoes at ten to fourteen and I know 
that you even get sixteen for some 




















































































































of your better men’s shoes. How 
can the chain store interfere with 
that trade? 

“The greatest danger to you from 
the chain store is in yourself. If 
you begin to imitate the chain store 
and put in a line of shoes to com- 
pete with it, you will be stepping 
right down off your higher position. 
You have established something here 
after many years of hard work and 
careful merchandising. You may 
destroy it all in a moment’s hasty 
and inconsiderate action.” 

“But how am I going to meet a 
condition that takes a lot of busi- 
ness away from me? I know that 
this chain store will get a lot of my 
trade.” He drew a long face. 

“Suppose this new chain store 
does take away some of your busi- 
ness at first? You will have to sit 
steady in the boat and let it hap- 
pen. You cannot stop it any more 
than you can stop the tides of the 
sea. But it will be only a temporary 
condition. People know that a six 
dollar shoe is not a twelve dollar 
shoe any more than a three-dollar-a- 
day wage is a six-dollar-a-day wage. 
Of course there are people who can- 
not afford to pay more than six dol- 
lars for a shoe, and they have to buy 
according to their purses, but they 
never have bought your shoes, any- 
way. 

“After the first excitement is over, 
after the new wears off, after the 
people get through gossiping about 
this new store and find that you are 
not going to be scared into cutting 
prices, things will change. 





ST QVEOPLE like to drive close 

trades. They like to think they 
are getting a fine article for less 
money. But after they have been 
stung a few times they learn better. 
If you should cut prices on your 
gshoes you would lose the confidence 
and respect of your established trade. 
They would say that you have been 
skinning them. They would talk for 
weeks about how you had been com- 
pelled to reduce your prices to meet 
this new competition.” 

‘Well, I am scared and I am free 
to admit it. Maybe you are right. 
Have you seen it work out as you 
say?” 

“Several times. Let me tell you 
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of one case. In a small city not far 
from here a chain store came in and 
stampeded every shoe store in the 
place. They all put in cheaper shoes. 
In a few months the whole town was 
on the bum. Every store in town 
was trying to sell shoes at six dollars 
and the people who formerly bought 
higher-priced stuff went off to the 
city to buy.” 

“But what happened to the chain 
store?” 

“Oh, it is still there, but doing 
practically nothing. Too much com- 
petition from the old stores. But 
here is one thing I noticed. A new 
little store has opened up in that 
town in the past three weeks and is 
knocking them all silly with a line 
of high-priced shoes. Now what 
have you got to say?” 

“Maybe you are right. I am go- 
ing to sit steady for awhile. But 
hurry back here. I need moral sup- 
port.” 

You can bet that he will get it 
from me if he keeps on imagining 
things and seeing bugaboos. I will 
read him the riot act every time I 
go there. 
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Rutland Bros. Open New Shoe Dept. 


St. PETERSBURG, FLA. — Rutland 
Brothers’ department store recently 
opened a new shoe department. The de- 
partment, which is under the manage- 
ment of E. M. Binion and L. J. Hol- 
comb, assistant manager, is located in 
the new building at 519 Central, directly 
between Rutland Brothers and the Rut- 
land Clothing Co. 

Complete new fixtures, supplied by 
the Grand Rapids Show Case Co., have 
been installed and special show win- 


dows have been built. The interior dis- 
play cases, which are of an entirely 
new design featuring concealed lights 
and wiring, are said to be the first of 
the type used in Florida. The cases and 
fixtures are of golden oak, while the 
fitting chairs, of the individual wicker 
type, are finished in ivory. 

The store fronts on Central Avenue, 
but may be entered from either side, en- 
trances having been cut through the 
walls connecting the new building with 
the two adjoining establishments. 








Stock Keeping in Eleven Groups 


A System Taking 15 Minutes a Day 


EEPING a stock record 
by pairs isn’t half the 
complicated process that many 


think it is. It is plain addi- 
tion and subtraction, and fif- 
teen minutes per day will do 
it all. 

To keep a record of each 
individual shoe requires a 
stock numbering system and 
approximately 300 pages. By 
using the “letter schedule’ 
below, stock may be classified 
for pair counting in a way 
which requires no stock num- 
bers and only eleven sheets. 

Here are the groups. 

MH Men’s High. 

ML Men’s Low. 

WH Women’s High. 


WLH Women’s Low Heel. Jan 


WLM Women’s 
Heel. 
W LH Women’s High Heel 
Children’s. 
Rubbers. 
Slippers. 
Tennis. 
Hosiery. 


Medium 


Date 


Month 


Annual summary sheet. 


On Recd |Sold] Ret On Recd | Sold 


The card above is a pair record of men’s high shoes. 
It shows the number of pairs on hand each day, the 
number received and the number sold, also the pairs 


returned to the factory or wholesaler. 


MH | ML | WH |WLL |WLM 


been divided. 


Ret 


This shows merely the sales 
per month in each group into which the merchandise has 


It is well to letter all car- 
tons according to the above 
schedule to be certain of ac- 
curacy. A slip for each sale 
must be written, with the 
proper letter for each pair. 


NLY eleven sheets are 
required, and a summary 
sheet for the monthly totals 
on sales. 
The process of installation 
is as follows: 


First: Count the entire pair 
stock by groups, and enter 
under “on hand” the total 
pairs in each group. 


Second: From the daily 
sales slips subtract pairs sold, 
and add pairs as_ received, 
from the invoices after check- 
ing up. 

Third: Carry the monthly 
sales total to the annual sum- 
mary sheet. 
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Leather Industry Looking Up 


Period of Post-War Depression Has Ended 
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BY THE BROOKMIRE ECONOMIC SERVICE, INC. 


HE depression in the 

] leather industry was 

more severe and pro- 
longed than in the case of the 
average manufacturing indus- 
try. The leather trade, like 
so many others, came out of 
the war with over-expanded 
capacity and heavy inven- 
tories of finished goods on 
hand, on which they had to 
take a heavy loss. Over-ex- 
pansion extended clear down 
to the production of hides, 
due to the rapid building up 
of cattle herds all over the 
world to meet the war demand 
for beef. To make matters 
worse, the industry was faced 
not merely with the cessation 
of the extraordinary war de- 
mands for leather, but was 
met with a decline in the ordi- 
nary consumption of that 
product. This was due to 
changed habits of consumers, 
largely brought about by the 
introduction of the automo- 
bile on a large scale, and to 
the widespread use of substi- 
tutes which grew up during 
the period of high leather ~ 
prices. 

Recently, there have been 
signs that this demoralized 
situation was being remedied. 
Both on the supply and de- 
mand side, the general condition of 
the leather and leather goods indus- 
try is improved. The supply of the 
original raw material—hides—de- 
pends on the slaughter of animals, 
chiefly cattle. The number of cattle 
in the United States has been steadi- 
ly declining for several years and 
slaughter figures are beginning to 
reflect this decrease quite sharply. 
A large proportion of our supply of 
hides is imported, about one-half the 
cattle hides coming from Argentina. 
There are no’reliable figures on the 
trend of the cattle population of the 
Argentine, but import statistics show 
a steady decline during the past five 
years. This is true both of imports 
from Argentina and the total im- 
ports of hides. Imports from Ar- 
gentina, however, have declined more 
rapidly than the total which may in- 
dicate a shrinkage in the base of 


STOCKS AT END OF MONTH 


OF BOOTS & SHOES~-U.S 


TOTAL LEATHER IMPORTS-U.S 


Tet GROMOURE LCOMOMHE SERWCE Vac 





Showing the 7-year history of the shoe and 
leather industry as compiled by the Brookmire 


Economic Service, Inc. 


supply in that country. This is in 
part being made good by increased 
production of cattle hides in Europe, 
whence we import a considerable 
number annually. 

The -excessive stocks of leather 
have now been worke doff, stocks of 
hides are low and with declining 
fresh supplies, this side of the pic- 
ture is much improved. There is not 
evidence enough at hand, however, 
to warrant the assumption that there 
is likely to be any scarcity of sup- 
plies in the near future. 

On the demand side, there has like- 
wise been considerable improvement. 
The general consumption of leather 
is naturally increasing somewhat; 
due to growth of population and of 
industries which use leather prod- 
ucts. Perhaps still more important, 
the use of substitutes seems to have 
reached its maximum and now to be 


on the wane. Leather is con 
ing back and replacing som: 
of these substitutes and is g« 
ing into forms of manufa 
ture which are either new, o 
practically new, to the presen: 
period of industrial history. 

As a result of these deve! 
opments, there has been r¢ 
cently a marked rise in prices 
This has taken place in both 
hides and leather, though t 
lesser degree in the latter. 
Consequently, producers of 
hides find themselves in a 
much better position with an 
active demand at attractive 
prices. This is a matter of no 
little importance to the pack- 
ing industry, which is the 
largest producer of hides ani. 
mainly in an indirect way, to 
the producer of cattle. The 
tanning division of the indus- 
try is not improved in its im- 
mediate position, as the result 
of these conditions, sinc« 
their raw material has risen 
much faster than their fin- 
ished product. However, the 
are securing inventory gains 
on whatever stocks they had 
on hand before the rise 
started and, in the end, rising 
prices and increasing market 
activity will also redound to 
their benefit. Manufac- 
turers of shoes and leather goods ar« 
in much the same immediate posi- 
tion, though they have only a moder- 
ate rise in their raw material to 
contend with. 


E outlook for the nearby futur 
is for some increase in activity. 
appreciation in inventories and re- 
sultant gain in profits. The records 
of the leading companies in the field 
show that actual improvement in in 
come sheet results so far has been 
moderate, but they scem to indicate 
that the period of readjustment is 
reaching an end and that some u)- 
turn has actually occurred. The long 
time outlook appears to be for an 
upward trend following the long ce- 
pression since 1920. Progress m:) 
not be very rapid on the average fur 
some time to come yet and will, »f 
course, be unevenly distributed. 
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There is Opportunity in Shoes 


only because men are scarce at times. 
You don’t hold a job because you are 
not the kind of a man who naturally 
holds a job. Now, just stop and 
think of all the men you know who 
hold jobs right along, at good pay, 
year after year. You see certain 
fellows promoted and raised in sal- 
ary. You wonder why? It’s be- 
cause they have something you have 
not. They trade a certain something 
to the bosses for a certain amount 
of money. You serve time. You 
sell shoes. You are one of these so- 
called go-getters. You are a floater 
and waster because you only think of 
one thing and that is the money. 
You sell shoes, but that is all you 
do sell. You sell no service. 

“I have watched you wait on a 
‘ustomer. You sell shoes just as the 
peanut peddler peddles them at a 
ball game. So much a bag. One 
day I saw you put a shoe on a wo- 


[CONTINUED FROM PAGE 49] 


man’s foot and then you sat there 
and gaped out of the window as if 
you had no more interest in her feet 
than nothing. She asked if she 
might see the shoes in a mirror and 
you waved her over to the foot mir- 
ror and continued to sit there and 
gape out of the window. That wo- 
man would never come back to you 
for another pair. The boss was 
watching you too. He said that he 
would let you go just as soon as 
business justified. Now, son, listen 
to me. You need a bracer. Go and 
get next to yourself in a mirror. 
Look at yourself carefully. Are you 
as neat and clean as you might be? 
Are you as personally well appointed 
as a new pair of shoes? Look at 
your own shoes. Look at your 
clothes. Why, man, you are only a 
high toned tramp. You ought to be 
ashamed. Clean up’ For decency’s 
sake if for nothing else. There is 


not any excuse for a man wearing a 
fringed pair of pants as long as 
scissors are available. Shoe dress- 
ing is about the cheapest thing in a 
shoe store. Shine your shoes. Put 
on a clean collar. Brace up. And 
try to look like something a business 
man likes to have around and not 
like a ragamuffin. No wonder you 
don’t hold a job.” 

He was pretty mad by this time 
and told me where to go. But I think 
I awakened him to some extent. If 
he really takes a look at himself and 
sees what a scarecrow he is, it may 
help. But there is only one way for 
a man like that to pep up. He will 
have to marry a woman who keeps 
nagging at him all the time about 
his personal appearance. 

Sometimes a woman can pull a fel- 
low out of the dumps if she is one 
who insists upon cleanliness and self- 
respect. 








Economy Service 
Improved 


HEN a bargain basement 

holds a style show, and it is 
packed to the doors, there is some 
indication of style playing a more 
important part in the merchandising 
of goods sold with economy as the 
first thought. 

Filene’s of Boston held a bargain 
basement style show, and it rivaled 
shows that ordinarily are put on in 
the high fashion parts of the store. 
A new building opened in Boston by 
Chandler & Co. indicates a new 
thought in bargain basement pro- 
cedure. They call the bargain base- 
ment the “Spanish Galleries of 
Economy.” Here is how they intro- 
duced the fact that beauty and ap- 
pointments have a place in the bar- 
gain basement: 

“A bit of Spain! That is what 
Chandler & Co. offers you in their 
Spanish Galleries of Economy. To 
reach them, take either of the two 
stairways leading to these galleries 
below. One of these stairways is 
laid in marble, the other is carpeted 
inarich red. The lights and colored 
walls in the galleries are finished in 
appropriate design and bordered in 
a Spanish frieze of that red, blue 
and gold peculiar to sunny Spain— 
and exhibiting old Spanish coats of 
arms. The grille work about the 
galleries is brightened with many 
colors.” 


Shawls and Shoes 


NE of the most attractive com- 

binations yet seen was recently 
offered by the ladies’ shoe depart- 
ment of the James McCreery Co., 
Pittsburgh, Pa. 

The combination was presented 
through a very cleverly conceived 
piece of advertising in the morning 
Post-Gazette and consisted of bril- 
liantly colored embroidered shawls 
in great flower patterns and gold kid 
slippers with rhinestone anklets, 
each article selling at $25. 

The combination of shawls and 
slippers, according to C. E. Parks, 
department manager, attracted wide 
notice, as was intended, the chief 
purpose and whole composition of 
the advertisement being directed 
toward that end. 

A notable feature concerning the 
advertisement, aside from its dis- 
tinctiveness, was that it marked the 
beginning of a new advertising 
policy for the store inasmuch as it 
commenced the use of morning paper 
advertising. 

Advertising in a morning paper, 
as far as the store and his depart- 





\ fAcCreervy 


Y 
1 Shawls Ce 


and Shippers 


Call forth the spirit of 
the dance whether the 
music be the flery tempo 
of castanets or the stac 
cato biare of saxo) . 
Feminine shoulders and 
feminine feet respond 
with poise and grace 
when conscious of 
their beauty and 
their chic. 


a 














ment in particular is concerned, Mr. 
Parks declared, does not bring re- 
sults at all worthy of comparison 
with those obtained from the use of 
the evening papers, but, he states 
further, no such expectations were 
in mind when the copy was run. 


A Neighborhood Contest 


“ HE FOOTWEAR SHOP,” a 

new shoe store of the neighbor- 
hood style, at 108 North Street, 
Salem, Mass., opened up with a prize 
contest. It offered prizes of $10 in 


gold for the best essays on “The Ad- 
vantages of a Neighborhood Shoe 
Store.” The contest was open to 
boys and girls of the neighborhood. 
Each essay was limited to 100 words. 
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No. 733 
CADET 


Black Brogue Calf 
Eagle Blu Oxford 
Double Sole 
$5.85 


No. 734 





Black Calf 
Derby Lace Oxford 
A 7 to 11, B 6 to 11, C, D 
$5.15 


No. 738 





No. 727 
CROYDON 


Imp Black Sco Grain 
Kew Lace Ozford 
A 7 to 11, B 6 to 11, C, D 
$6.35 
No. 728 





Same style in Brown Calf 


Same Style in Imp Brown Sco Grain 







THE 


/? 





A 7 to 11, B 6 to 11, C, D & to 11 


Same style in Brown Calf 


No. 737 
WALES 





§ to il 








§ to 11 








SHOE 


Three of the reasons 
why our Stock De- 
partment is keeping 
at top speed—and 
there are fifty others, 
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IN STOCK 





A. PACKARD CO. 
Brockton, Mass. 


Makers of Arch-Aid Shoes for Men 


PAR. 
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—Like A Flash Of Light Into 
The Future 


The creation of style is some- 
thing more than balancing lasts, 
leathers and materials—it’s the 
art of putting a thrill into foot- 
wear so as to make it salable 


months and months ahead. 
We have that gift of style-proph- 
ecy and are proud of the service 
we render the industry. who ex- 
pect from us this fashion foresight. 


CONAWAY-WINTERS-OCHS, Inc., New England Shoe Style Designers 


134 SUMMER STREET 


BOSTON, MASS. 


—, 


PARIS—VIENNA—LONDON 








BROOKLYN—ST. LOUIS—CHICAGO 
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hoes by (ourlery of : 


1. I. Miller & Sons, Inc., Brooklyn, N. Y. 
Ohio’s Patent 


2. Brown Shoe Co., St. Louis, Mo. 
Ohio’s Black Calf 


3. The Excelsior Shoe Co., Portsmouth. Ohio 


Ohio’s Black Calf ( 

4. Universal Shoe Mfg. Co., Lynchburg, Va. 
Ohio’s Black Suede c 
5. Gerberich-Payne Shoe Co., Mount Joy, Pa. ; 
Ohio’s Black Calf s 
6. Allen Spiegel Shoe Mfg. Co., Belgium, Wis. a 

“Oesteo-Path-Ik” Welt 

Ohio’s Hi-Gloss Black Calf e 


7. Rohn Shoe Mfg. Co., Milwaukee, Wis. 
“Spring-Arch” Welt 
Ohio’s Black Calf 


Write manufacturers for complete 
descriptions and prices. 





~ ‘ 
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PATENT, 


BLACK CALF. 
KAFFOR KID 


(LIGHT WEIGHT CALF LEATHER.) 


BLACK SUEDE 


Ohio Blacks are rightly the popular 








choice of America’s most particular 






shoe manufacturers and buyers. They 
are black as black can be—deepest 
ebony, with a finish bright as crystal. 
To the feet they’re soft as silk—and 









they wear like iron. Stand pat for 


OHIO BLACKS! 








dhe OHIO LEATHER C0. . 
GIRARD, OHIO 
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Mes: men value good appear- 
ance but many men fail to 
take advantage of the inexpensive 
aids to this end. Their attention can 
easily be directed to Miller Trees while 
their minds are on fine-looking foot- 
wear. 

The result of this appeal to the desire 
to be well dressed: will be profitable sales. 


QO. A. MILLER 


TREEING MACHINE CO. 


Brockton Massachusetts 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 








tion of Sept. 24 the different 

classes of advertising for shoe 
stores were listed and newspaper 
discussed. 

Hand bills and direct mail are the 
media nearest related to newspapers. 
Either or both of these may be used 
in conjunction with newspapers or 
in place of them. 

Hand bills are not as dignified a 
form of advertising as newspaper 
ads. 

Their chief advantage from the 
result standpoint is that the adver- 
tiser can control their distribution. 
He can map out the territory to be 


T the Shoe Store Service Sec- 


Reaching the Field 
A Discussion of Advertising Media for the Merchant 


advertising in papers of different 
circulation. 

But here is another angle to the 
comparative cost question: You 
might plan out an ad of certain size 
and gather the figures to see whether 
it would cost most in the newspaper 
or in hand bills. In your town, for 
the number of homes that you would 
want to reach, you might find that 
you could run that ad cheaper in the 
newspaper than in hand bills. Then, 
a little later, you might find it nec- 
essary to use two or three times as 
much space. In the newspaper that 
would cost two or three times as 
much money as the first ad, but in 


hand bills this would mean very 
much less increase in cost as com- 
pared with the smaller ad. Why? 
Because the distribution would cost 
about the same and the printing 
item would be probably 40 per cent 
or 60 per cent higher instead of two 
or three times as much. 

Remember, then, that these com- 
parative cost figures will vary with 
the size of the ad irrespective of the 
quantity printed and distributed. It 
will also vary with the quantity ir- 
respective of size. 

Direct-mail advertising is usually 
of a better class than hand bill ads 
and costs more per reader. The two 

most common forms are the 





covered, taking in just what 
streets he wants for just what 
distance he thinks best—that 
is, if he is fortunate enough 
to have really trustworthy 
folk on this job or is keen 
enough to watch the distribu- 
tion very carefully. This 
method eliminates waste if 
done right, but otherwise 
creates it. 


HE cost of hand bills can- 

not be stated as near a cer- 
tain percentage above or below 
that of newspaper advertis- 
ing. Figuring on an ad of 
the same size in both media, 
the proportionate cost of the 
hand bills would differ con- 
siderably with the size of the 
run. For example, take a five 
thousand lot of hand bills 
compared with the same ad 
in a newspaper of five thou- 
sand circulation; then a run 
of twenty-five thousand hand 
bills compared with that ad 
in a newspaper of twenty-five 
thousand circulation. On the 
five thousand run the com- 
parative cost of hand bills is 
highest. This is due to the 
fact that the prfnting cost per 
thousand is higher in small 
quantities whereas there is 
comparatively slight variance 
in the per-thousand rate for 








Underscores on the 


NOVEMBER 
Merchandising Memo Pad 


Nov. 1-5 

Prepare a little special patriotic display _ for 
Armistice Day, Nov. 11. Have this arranged so 
that it can be easily removed the following morning. 

Your Christmas decorations should be ordered 
by now. In case they aren’t, figure on three weeks 
or more required for making up and delivering 
the material you order. Take care in preparing 
your list to have it complete, or you will likely 
be “out o’ luck.” 

And is your Christmas package material ordered? 

Get your Thanksgiving ads ready now and have 
some feature of display that is in these duplicated 
on show cards for a tie-up. 


Nov. 7-12 

Some of your styles are now about due to be 
dropped. Are the sales folk informed about these 
so that they can be sold now while the selling 
is good? 

Cast around now for the extra clerks you'll need 
during the holiday season. It is worthwhile to give 
them some advance training in your method. 

A window on storm footwear would be in order 
about now, as would one on “Shoes for all winter 
sports.”’ 


Nov. 14-19 

Everything for “‘dressin’ up” should be displayed 
and advertised now. In addition to dress footwear 
this includes ornaments and hosiery. Buckles es- 
pecially are going big and will add to the lure 
of a smart display. 

After Thanksgiving it is well to hold a meeting 
of employees and “get set’’ on policies and plans 
to be carried out in December. Anticipate that 
now and prepare a written outline of matters to 
be taken up at that time, so that the employees 
can get their minds on it and come prepared to 
offer suggestions. 


Nov. 21-30 

Three days of rush business left before the 
holiday. Then a breathing spell on the floor, when 
the salesfolk can lend a hand with getting the 
stock in shipshape and preparing for the Christ- 
mas trims. List and assign the chores to be done 
during the week following Thanksgiving. 














mailing folder sent under a 
14%4-cent stamp and the letter 
with enclosure in envelope, 
taking a 2-cent stamp. 


IRECT-MAIL literature 

is usually printed on a 
good grade of paper stock, in 
two or more colors, and em- 
ploying a better type of art 
and plate work. The cost of 
production as well as of distri- 
bution is considerably higher 
than that of hand bills. Com- 
paring with costs of news- 
paper advertising, the same 
variants are encountered as 
explained with reference to 
hand bills. 

Direct-mail can be used for 
complete coverage of a terri- 
tory, just as are hand bills. 
At least this is true in towns 
where the post offices sell 
route books in which resi- 
dents are listed by address, 
taking the street numbers 
consecutively. Where such 
lists are not prepared for 
commercial use, possibly they 
might be secured through 
courtesy of the postmaster, 
the merchant assuming the 
expense incurred, which 
would not be much. 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste .. . 





smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your -store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 


and shopping is made “New Stylesin 32-page book, “New Styles in Shop 
pleasant. “American” Chairs, beautiful .. tata A 


Seating”, also free to interested owners 


in finish and design, add this touch of themodemshoestore and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. « 





Philadelphia: R. 703-1211 Chestnut St. 





ANE 


Boston: R. 302-69 Cana! Si 
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Figure 1—Unique 
items in the way 
of display fixtures 
add especial charm 
to this trim, and 
the large star in 
the background 
provides an effec- 
tive Christmas 
touch 
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Approaching the Peak 


By J. CLARENCE BODINE 


Vice-President, Bodine-Spanjer-Janes Co. 


S holiday time approaches we 

A= into the peak month of 

he year, and naturally as 

much as can be done to inject the 

Christmas spirit into displays will 
be done. 

The value of good displays is many 
times forgotten. Only at the more 
important sales periods are most of 
us ready to put interest into the dis- 
play of shoes. When sales are ex- 
ceptionally good there is less need, 
if anything, for greater efforts. 
When the season is slow it is most 
necessary to put forth every effort 
in stimulating business. 


The Plan’s the Thing 


As a matter of fact, good business 
cannot be had nor maintained unless 
each day throughout the year is 
carefully planned. A great many 
men who operate stores plan very 
carefully for months ahead on almost 
every unit of their business except 
one of the most important units of 
the sales plan, which is the display 
of merchandise. Everything must 
be considered to make a plan com- 
plete. It is difficult to believe that 
any merchant would overlook such 
an important point, for the invest- 
ment required to have good looking 
show windows is so small compared 
to other outlays of capital. 


One Per Cent of Sales Will Maintain 
Windows Right 


It has been proved that 1 per cent 
of gross sales will keep the show 
windows looking good all the time. 
This being true, there is no excuse 
for uninteresting displays. Settings 
of a decorative nature that surround 
the merchandise should be changed 


often. It is just as needful to change 
the appearance of your merchandise 
as it is to make frequent changes in 
your newspaper advertising. 

For example, the decorative set- 
tings are good as an advertising me- 
dium until they have lost the appeal 
to the public. Any good background 
will look good and be interesting 
for a few weeks, but when the crisp- 





Figure 2—This setting might be accused of severity were it not for the circula 
plaque, the lamp and the type of fixtures used 
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The Newest 
Crystal MIDGET 
Fixture 














The G-33 displays a pair of shoes in 
a manner unique and practical—ar- 
tistically presenting both a full front 
and a full side view. The ideal stand 
for your holiday displays. 







All possible positions in which shoes 
may be shown to best advantage are 
provided for in this complete line of 
Crystal Midget Fixtures. 















Write for 
Midget Fixture Circular 
or General Catalog. 









Crusta 
Fixture 








53 WEST 











JA NY a) JACKSON 
Ay ys] a om any BLMV D. 
Yor Smart Shoes CHICAGO 
A showroom conveniently located in ILL INO}1 S 

the Loop 








The Most Attracti 
a Schack’s New Fall Flower 


The Shoe Store Book 


Has Ever Been ae. | NOW READY 
Able To Offer Send For It 


Today 
New and fashionable, these —_—.. 
jeweled instep straps for wom- EF R ‘ E 


en’s pumps give the shoe dealer 
a substantial share of the holli- 
day gift trade. 

vs For the 
No need to wonder “What Asking 
size does she wear?” or “Can 
she get them attached easily ?” Schack’s new Fall Flower Book is the most com- 
For SPANS fit any size of plete flower book published. It contains hundreds 
pump and are clasped on in of 4 color illustrations of original and practical de- 


signs for your Fall windows and interior displays 
a second. at a price you will be pleased to pay. Be sure to get 


































a copy of this book before placing your order for 
And as many shoe dealers have Fall decorations. 
discovered, SPANS help sales Send for Our New Floral Parade Book 
of opera pumps. Visit Our New Studio and Salesroom, Main 






Floor, Factory Bldg., 134 N. Robey St. 





Sell for 


$3.00 to $22.50 SCHACK ARTIFICIAL 
B. A. BALLOU & CO., INc. FLOWER CO. 
VIDENCE, Bet Mo 134-40 N. Robey St. CHICAGO 
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Figure 3—Special painted panels add warmth and interest to a children’s window 


ness wears off your public will not 
look at it twice. 

The greater merchants through- 
out the world have learned this, and 
are investing thousands of dollars 
per year on the appearance of new- 
ness in their windows. 

The two accompanying halftones 
were especially made to illustrate 
ideas for the holiday months. Prac- 
tically speaking, Nov. 1 is the time 
to put in every effort for a big 
Christmas business. Each design 
submitted here will work out excep- 
tionally well. The decorative quality 
of the large star centerpiece and the 
tall candlestick in Fig. 1 are inter- 
esting in line, color and meaning, 
and the Christmas spirit is reflected 
in the merchandise shown here. 

The windows shown in Fig. 2 
would be rather hard looking if it 
were not for the fact of the circular 


decorative piece in the background, 
together with the good looking fix- 
tures. 

We are speaking now of decora- 
tions that are close at hand, and the 
suggestions we know are good; but 
to make a success of your show win- 
dows requires a carefully laid plan 
covering at least two or three years. 

When rebuilding a new set of 
show windows, a good plan is to con- 
struct the backgrounds in sections, 
so that it is possible to have changes 
made from time to time without de- 
stroying or having to wreck the en- 
tire window. 

For Children’s Windows 

Sketches No. 3 and No. 4 are sug- 
gestive of how a great deal of in- 
terest might be added to the chil- 


dren’s window. The little decorative 
paintings will make a strong human- 


interest appeal to the mothers as 
well as the kiddies. The expense is 
small in proportion to the reaction 
on sales. 


Tables vs. Show Cases 


COUPLE of four-deck tables, 

one right up front for the new 
shoes and one in the rear for the odd 
lots, has proved to be the best in- 
vestment that Keedwell & LaMirande 
of Syracuse have made since they 
have been in business. Over in the 
corner stands the old front show case 
now. Its usefulness has passed with 
the changing conditions. The new 
tables let the customers handle the 
shoes. This handling process in- 
variably results in a desire to own, 
according to Mr. Keedwell. 
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Figure 4—A suggestion for a setting that will make children (and grown-ups) stop and look 
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your Displays. 


645 South Wells St. 








Christmas Decoratives 
That will really help sell your merchandise 


You will need them in the final planning of 


“The Guide to Better Window Displays” 


offers varied and original suggestions. Get 
out your copy and look it over. 


If you do not have a copy write us at once 
and we will send one free by return mail. 


The Adler-Jones Co. 


Chicago 
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Recorder “Selling Messages 


4 beautiful gold or silver two-tone polychrome easels 
with your store initials hand embossed. 

EACH MONTH FOR A YEAR 

8 handsome hand designed and strikingly decorated 


cards, each with a real up-to-the-minute selling message. 


100 sent every sixty days to harmonize with cards. 


Recorder Show Card Department 
189 W. Madison St., 





PER MONTH 


Brings Yor 
te 
Improved 





ANKLETTES 


It takes only a munute to 
turn Pumps _ into _ stylish 
Ankle Strap patterns if you 
have Anklettes in _ stock 
: @ Furnished in 
Black Patent with 
Blonde Stitching 
Black Satin with 
Black Stitching 


Complete with loop for at- 
taching to pump. 


Per Dozen Pair...... $4.40 






Write for new Catalogue 


LINCOLN STORE SUPPLIES COMPANY 


1508 Washington Ave., ST. LOUIS, MO. 










































WITH YOUR ORDER 


600 PRICE TICKETS 


¢ 
¢ 
¢ 
' 
¢ 
4 
¢ 
4 
¢ 
¢ 
¢ 
¢ 
4 
4 
, 
ORDER NOW rt 
¢ 
4 
¢ 


Chicago, Illinois 








A Money Maker! 
CHURCHILL MFG. CO., Inc. 


278 Thorndike St. 
ee 
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Featherweight Ice Creepers! 


Thoroughly practical. 
attached and removed. 
grip and hold securely. 


Made with woven strap al 


buckle. 

Size No. 3 for Men, Size N 
2 for Ladies, Size No. 1 fi 
Cuban Heels. 

Retail for - cents per pa 
Dealer’s price $4.00 per doze 

Order from your jobber, 


we will ship direct C.O.D. 


Lowell, 
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Kawneer 
~~~ STORE FRONTS 
ARE DURABLE 

WOOD ROTS 

Consider the difference 


ADJUSTABLE SLIDE 
FOR VENTILATION 


THICK 
COPPER 
FACE 
AND GUTTER: 


KAWNEER 


VENTILATION, ga 
DRAINAGE —*4h 





Photograph and diagram of a Kawneer hol- 
low metal sash. This sash provides drainage, 
ventilation and plate glass protection. Age 
and rough usage will not affect its strength 
and beauty. The heavy copper mouldings 
from which Kawneer sash and bars are built 
require no wood rein- 

forcement. 


KALAMEIN Sort 
NOT KAWNEER META wh 











Back view of Kalamein showing rotted 
condition of wood filler after only a 
few years of service. 


Kalamein construction [wood strips covered 
with thin metal} is perishable, thus endanger- 
ing the safety of the glass. The thin, soft 
metal is easily dented and marred. 

















Always a Fresh Invitation 


to Stop and Shop 


The store front is the most effective means a 
merchant has of presenting his merchandise to 
the public. The volume of business and class 
of trade depends largely on the appearance of 
his front. 


If your present front is limiting the volume of 
your business consider the possibilities a Kaw- 
neer Solid Copper Store Front offers you. 


The photographs at the left show facts that are 
of vital interest to you. You can procure per- 
manent plate class protection with all the ad- 
vantages of modern window display with a 
Kawneer. 


Make sure your store front is a 
complete and genuine Kawneer 


THE 
kawneer 
K COMPANY c 

Niles, Michigan 


SEND FOR IT 


‘ : , . 
If you are interested in P The 

windows that will actu- of __, Kawneer 

luc , oc a. Company 

ally produce more sales, ° 
send for the booklet as roe 1913 N.Front St 
described in the coupon. ° Niles, Mich. 
Please send ‘‘How to 
Display Merchandise to 
Sell It 


ADDRESS 


















72 BOOT AND SHOE RECORDER October 29, 1927 


(KERRIES ESTADE MARES DE MESES ADE NASER DE NES RESTA 





_—_—-——— 






AD 


tit 












Ee UM | 
< = 
MN 
Ee E 





ee yu W IQV 





y L . 
a SS 


ARR ReTRA 







3 FI 
ry Md 










rAS 





‘Fancy 


re DY, 
ARK a; 
yey 





dW QV 


ee 







is ‘Bottom “Designs hi 
y K 
M OTH plain and fancy d ' 6 
iN Ss «CG 
=| on the bottoms and heels of shoes, s 
= after they are finished, with the * 4 





= 


NuRLING MACHINE— MODEL A. 
Either gas or electricity can be used 
for heating the wheel employed in 
the operation, which is a very sim- 
ple one. The results obtained add 
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The New Way Method in Merchandising ~~~ 
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PURCHASE has been made. The placing of fixtures to give greater dis- 
merchandise is delivered. The play, to create desire, to fulfill good will, 
store has played a part in making that to make sales easily, quickly, efficiently. 
sale. The store will have a hand in All this means just one thing—proper 
keeping the customer sold. store planning and proper fixtures— 
Long after the goods are delivered— Grand Rapids fixtures. 
long after the price has been forgotten— Our staff of store planners are always 
the customer carries a mental image of ready to assist in planning new stores or 
the store, its arrangement, its efficiency replanning old ones. Stores properly 
—so inseparably associated with the planned show sales increases as high as 
merchandise that a bond of confidence 75 per cent, making it apparent that in- 
is created which nothing can shake or vesting in store fixtures and store plan- 
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: shatter. Certainly, “the store is part of ning is as sound as anything a merchant 

4 every purchase.” could possibly do with his money. Send- 

= This places strong emphasis upon the ing coupon does not obligate you in the 

=| store itself, its arrangement, its atmos- least. It has been 

> phere of warmth and welcome. It_ the starting point of Gnadth Gasene GURER SAUTER COUP. £20 


strikes deep into the question of effi- greater success for Grand Rapids, Michigan 
Gentlemen: Please send literature and informa- 


ciency. It raises the question of store hundreds of mer- tion on your planning service and store equipment. 
arrangement, proper planning, proper chants. 


GRAND RAPIDS STORE EQUIPMENT 
CORPORATION, Grand Rapids, Mich. Deeceh alieeg aad representatives in most principal 


Succeeding: .The Grand Rapids Show Case Company, Welch-Wilmarth Corporation cities 
Factories: Grand Rapids, Portland, Ore., Baltimore, New York City 
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Some Big Buyers Buy 
Our Shoes! 


Yes, some of the biggest buyers of footwear 
in the country seek the product of A. Fisher 
& Son, Inc. 


There’s a reason for this, of course. The 
Fisher facilities are adapted to meet the de- 
mands of almost everyone. We make Welts, 
Turns, McKays, Stitchdowns. Our product 
is comfort footwear for women... very 
comfortable house slippers for men... . 


We have a well-equipped in-stock depart- 
ment with a suitable range of styles in many 
sizes and widths. 


Our In-Stock Catalogue is yours for the 
asking. A full line of samples will be shown 
you by one of our boys soon after your re- 
quest is received. 





we we footwear. 
¥e 
S S' 


STONEHAM, MASS. 


Makers of Comfort Footwear 
WELTS - TURNS - McKAYS - STITCHDOWNS 


The Fisher shoemakers have been 
at it now for a quarter of a cen- 
tury. The result of this experi- 
ence is easily discernible in our 





(CFISHER,X @SON INC. 
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Patent Leather 


in a class by itself. 

Four colors includ- 

ing the Famous 
Rust Color. 


Black and Colored 
Suedes 


100% cutting 
Delivery, immedi- 
ate to 48 hours. 


Only factory in 
Woburn running 
100% daytime ca- 
pacity and part 
nights. 


\ 








BOSTON 
63 SOUTH STREET 
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Complete 
Illustrated Price Lis 
on Request 


cAMcO. 


PRODUCT 


See sees 
rs cee 


TRADE MARK REG. 


Boot 





LOOK FOR THIS LABEL 
IN EVERY. PAIR 


Made only by CAMBRIDGE RUBBER Co. Cambridge Mass. 


























Comp rs 
Illustrated : 
































LOOK FOR THIS LABEL 
Be ee Oe 





| Made only by CAMBRIDGE RUBBER CO. Cambridge Mass. 
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“Salesmanship Is an Attitude. 
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Who’s Who on the Road 


When You Think 


Success, Failure Is Impossible” 


HARLES I. SLIPHER, secretary 

of the Indiana Shoe Travelers’ 
Association, who represents the Thomas 
G. Plant Co. in Indiana, Michigan and 
Ohio, made a recent trip to Boston, on 
which he stopped at the National office 
and told Secretary T. A. Delany that 
Indiana is solidly behind N. S. T. A. 
Vice-president Homer H. Beals as the 
next president of the National Shoe 
Travelers’ Association. At a recent 
meeting of the Hoosier State boys, Mr. 
Beals’ candidacy as the 1928 head of 
the National Shoe Travelers’ Associa- 
tion was strongly indorsed. 





ACK LONDON, 

who represents 
the Goldie Shoe 
Co.’s line of Los 
Angeles, on the 
Pacific Coast, has 
recently opened 
an office at 403- 
405 Pacific Build- 
ing, San Fran- 
cisco. A young 
woman stenogra- 
pher and assist- 
ant will “keep 
house” when Mr. 
London is travel- 
ing, so that this line of children’s shoes 
may be on inspection for the trade at 
any time they may call. 





Jack London 





MINTZ, who represents the 
Fred A. Eyre & Company, Inc., 
Brooklyn-made line of women’s turn 
shoes, from Denver, West, reports a 


: good business. 





: 7 IM” ROUNDING, another “Hole 


in One” golfer, who travels the 
Middle West and New England for the 
J. J. Grover’s Sons, Stoneham, Mass., 
met with a handicap the other day, 
when he stepped from a rolling board, 
while crossing a ditch on the fairway 
of the Norfolk Golf Club at Dedham, 
Mass. Jim broke an ankle bone, and 
was obliged to stay off his feet for a 
while. During his absence from the 
road, Frank Reddy came to the rescue 


) and has been assisting in covering Mr. 


Rounding’s New England territory. It 
18 expected that Jim will soon be 
stepping on it” again, calling on his 


many friend-customers in the trade. 

















ORRIS BARLIN of Barlin Broth- 

ers, Brooklyn, N. Y., manufac- 
turers of turn shoes, was a recent 
visitor to San Francisco. Mr. Barlin 
was much impressed with the outlook 
for the coming season on the Coast and 
expressed the opinion that merchants 
were more conservative and careful in 


§ their buying. He reported business ex- 


ceptionally good. 


By HELEN M. HANEY 


F. KEARNEY, known to his 

many friends as Bill Kearney, 
has recently been appointed a member 
of the salesforce of the Interstate Shoe 
Co. and will represent this house in 
Connecticut and Rhode Island. Bill 
has been connected with one of the 
Manchester factories of the Interstate 
Shoe Co., branch of the International 
Shoe Co., for seven years, and is well 
equipped now to go out on his initial 
trip, “chock-full” of “pep” and enthusi- 
asm. Bill will carry nothing but the 
line of “Prop-her Arch” shoes, which 
are being featured by Interstate. 


“ate ML 


SALESMANSHIP A MENTAL 





STATE 
(Excerpt from “Why Are You a 
Salesman? By A. M. Halsted in 


“The Sample Case.’’) 


The REAL salesman does not 
spend his time thinking over ob- 
stacles. He is not working with 
NEGATION. He is so imbued 
with the spirit of confidence and 
desire to share with others his 
conviction, that his sole attention 
is centered on what OTHER 
GOOD POINTS he can discover 
about his line. 


Thought Is Necessary 


Nobody can tell you what to 
say. Nobody can think for you 
when it is NECESSARY FOR 
YOU TO THINK. 

YOUR ATTITUDE IS WHAT 
COUNTS. Be HONEST WITH 
YOURSELF and learn something 
about YOURSELF. YOUR suc- 
cess is what you are interested in, 
and if it is not satisfactory it is 
YOU you want to study, not the 
other fellow. YOU LIVE THE 
PROOF OF WHAT YOU BE- 
LIEVE. You are not the victim 
of your environment, YOU ARE 
THE MAKER OF IT. 

Let us remember just one more 
point. YOU ONLY THINK ONE 
THING AT A TIME, WHEN 
YOU ARE THINKING SUC- 
CESS, YOU CANNOT BE A 
FAILURE. 


SSTTORONTTDG 11 44004 














ID RULE, representative for the 

John J. Lattemann Shoe Mfg. Com- 
pany, was in San Francisco recently 
with the newest creations in the well- 
known Lattemann line of Brooklyn’s 
women’s shoes. Sid just returned from 
a trip over the entire western territory 
and reported having the best trip this 
year. “The merchants are optimistic 
for the coming season and Lattemann 
shoes are fast gaining favor,” Sid said. 
Mr. Rule’s headquarters are at 570 
Arroyo Drive, Pasadena, Cal. 


NDREW J. FOGARTY has joined 

the salesforce of the Hamilton- 
Brown Shoe Co., and will cover the 
Cincinnati district for this house. His 
headquarters will be at 443 Milton 
Street, Cincinnati. For the past seven 
years he represented the Endicott- 
Johnson & Co. in the Cleveland and 
Cincinnati territory. Mr. Fogarty has 
an extensive acquaintance among the 
Ohio retail shoe merchants, and a high 
regard for the Hamilton-Brown line, 
therefore his many friends are predict- 
ing for him a large measure of success 
in his new connection. 





ACK OL- 

STEIN, well 
known to the Los 
Angeles shoe 
trade, has joined 
the salesforce of 
the Fern Shoe 
Co. Mr. Olstein 
will cover all of 
southern Cali- 
fornia with the 
exception of Los 
Angeles. For 
several years 
Jack was buyer 
for Jacoby Bros., 
and for the past three years has been 
assistant department manager of Bul- 
lock’s of Los Angeles. His extensive 
knowledge of shoe merchandising will 
stand him in good stead as an expert 
shoe counsellor for his many friends to 
whom he will show the Fern line. 





Jack Olstein 





H. GODDARD, who has traveled 
*through the Middle West for the 
past fifteen years, now represents Fred 
A. Eyre & Co., Inc., with a complete 
line of Brooklyn turn shoes, from 
Minneapolis to Kansas City, and from 
Omaha to Detroit, maintaining a per- 
manent office in Chicago, Room 1714, 
Republic Building. Mr. Goddard suc- 
ceeds R. E. Alexander, who is return- 
ing to the retail department of the in- 
dustry. 





ILLY CAMPS, who represents the 

Atkinson Shoe Corporation in the 
Southland, wrote to the RECORDER re- 
cently from Fort Worth, Texas, that he 
has been traveling “The Lone Star 
State” and sections of Dixie for the 
past month, making only the big towns, 
and has booked a good business. Mr. 
Camps’ itinerary also took him into 
Arkansas; to Memphis, Birmingham, 
Montgomery, and Mobile, Ala., and 
then back to New Orleans, where he 
has an office and sample room in the 
Godchaux Building. Mr. Camps has 
been connected with his house for the 
past four years, and has built up an 
exceptionally fine trade for this firm. 





Love.ty CuiairE Winpsor and 
many other charming women of 
the screen will demonstrate Leg- 
ette in widespread advertising. 
Women will want this convenient 








accessory on sight! 
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A new leader in smart footwear 
accessories - - with a profit for you 








A wide soft tongue completely 

protects hosiery. Snaps are kept 

entirely out of sight by a small 
flap 











The genuine Hookless Fastener 

does not rust, break or jam. A 

quick “zip” opens or closes the 
Leg-ette easily 





woman’s footwear accessories, equipped with 
the genuine Hookless Fastener—will increase your 
sales volume. 

Women praise Leg-ette for its comfort and pro- 
tection. With this lengthened gaiter or spat, the 
wearer gets warmth in cold weather, and stock- 
ings receive complete protection from mud, rain 
and snow. The famous “Cravenette” process 
makes Leg-ette water-repellent. 

Fashion authorities, too, enthusiastically endorse 
this new arrival, Its close-fitting, fine-knitted fabric 
makes the leg and ankle look trim and eVen slimmer. 
The fit over instep and heel is perfect, because Leg- 
ette is made on a shoe last. 

You will sell Leg-ette easily. The retail price of $5 
assures generous profits for you. 

Howtett & HockMeEYER Co., INc. 
Fifth Ave. Cor. 26th St., New York, N. Y. 


LEG-ETTE 


ee season’s smartest innovation in 





A leather strap with adjustable 

buckle goes under instep, assur- 

ing snug fit over any width shoe 
or ru 











Leg-ettes are skillfully cut 

on a shoe last, assuring p:'- 

fectly smooth fit over ins'p 
and heel 
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OS EPH 
GROSS, who 
represents the 


Washington Shoe 
Manu fac 
turing Co. in Ore- 
gon and northern 
California, made 
a visit to his San 
Francisco friends 
last month, hav- 
ing stopped off in 
this city while he 
was en route to 
call on his trade. 





Joseph Cross 





E. ATWELL, of Denver, Colo., 

¢ will join the salesforce of the 
Interstate Shoe Co. on Nov. 1. He will 
make his headquarters at the Brown 
Palace Hotel, Denver, and will cover 
the Inter-Mountain territory. Mr. At- 
well was associated with the G. Edwin 
Smith Shoe Co. at Columbus, Ohio, for 
many years, and is one of the best- 
known and best-liked men who have 
covered this territory. 





F. HANES represents the Bob 
¢Smart Shoe Co. of Milwaukee, 
manufacturers of men’s and boys’ dress 
shoes on the Pacific Coast. Mr. Hanes 
will cover California, where he is well 
known to the trade. 





W. LAUNER, the genial repre- 

¢ sentative of Johansen Brothers 
Shoe Co., covers southern California. 
He visits San Francisco every once 
in a while to call on his old friends. 
He reports that prospects for business 
are very good for the coming season. 





HEO. SEYDELL, a member of the 

Boot and Shoe Travelers’ Associa- 
tion of New York, was recently killed 
when he was struck by an automobile 
in New York City. Mr. Seydell repre- 
sented a French shoe line, made in 
Paris. He was about 52 years of age, 
and leaves a wife. He was buried in 
New York City. 





W. HORTON, house salesman for 
J. the George E. Keith Co., was in 
charge of the Walk-Over exhibit at the 
Second Anaual Exposition of Industrial 
Products, manufactured by members 
of the Associated Industries of Massa- 
chusetts, held at the Copley-Plaza 
Hotel, Boston, Oct. 18-20. Assisting 
Mr. Horton was Miss Lillian M. Ham- 
blett, a member of the Walk-Over de- 
partment of design. Mr. Horton showed 
dress and sport models for men and 
women, among them an _ extremely 
broad toe model for the young man, 
with three straps and three side-fasten- 
ing buckles; there was also an alligator 
oxford in a man’s shoe, as well as the 
English custom last in tan, with point- 
ed toe, ornamented with a fleur-des-lys 
punchings. One of the new numbers 
In women’s shoes was in a black satin 
with a twin strap “H” cross-bar fea- 
ture. Another women’s shoe which 
attracted much attention from the pub- 
- was the Walko tie, in two shades 
of tan. 





Habit is a cable; we weave a 


thread of it every day, and at last we 
cannot break it.—Horace Mann. 
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A O. MONTMARQUET has recent- 
@ ly joined the salesforce of the 
Rich Shoe Co. of Milwaukee, with terri- 
tory in Illinois and Iowa. Monty, as all 
the boys, and girls, too, call him out in 
that section, has “made” these two 
States for the A. G. Walton Co. for the 
last five years. For several years prior 
to that he traveled Maine and Pennsyl- 
vania with the same line. Prior to be- 
coming a shoe traveler, Monty was one 
of the managers of the R. H. Long Co. 
He had charge of the New York store, 
at Broadway and Duane Street, for 
about five years, and before that he 
was manager of the Mongeau Bootery, 
Lowell, Mass. Orville Romig and Monty 
are “pals,” and Orville writes that his 
friend Monty is an “all-round fellow,” 
as he plays the piano a little, sings a 
little, and dances quite a bit. 





W. VIOLETTE, who has been 

* covering the Northwest for the 
Ault-Williamson Shoe Company, will 
now cover California, succeeding Jack 
Llewellyn, who resigned last month. 
Mr. Violette is weli known among the 
shoe men of the Coast. 
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STUDY NECESSARY FOR 
SCIENTIFIC SHOE SELLING 


(From The Mayer Merchandiser) 


The man who has rightfully 
achieved the title of commercial 
shoe salesman has given plenty 
of time and study to his work. 
He has spent his spare time in 
reading trade journals, keepin 
posted on changes in styles, trade 
conditions and markets in gen- 
eral. He studies his line from 
one end to the other and intelli- 
gently studies his territory, routes 
himself the most economical way 
over his territory, gets all pos- 
sible information about his pros- 


pects, has all of this properly 
cataloged, and goes forth to 
practice his profession fully 


equipped with a fund of knowl- 
edge and confident in this knowl- 
edge that he will succeed in his 
chosen work. 








ST nereasagncnesnnonnorneceevncvangvnenngsoonsany seeetessone as rnnreencunnasseeets 


J. SARUBBI, president of Sarubbi 
¢ Shoes, Inc., New York, is one of 
the younger members of the shoe trav- 
eling profession, covering the better 
trade of-the East. Mr. Sarubbi is also 
known as “the youngest bench shoe- 
maker in New York.” He travels New 
York, Philadelphia, Boston and Wash- 
ington. 


PO nn 


PAUL FLIES TO HIS TRADE 


Hal S. Paul, of St. Paul, repre- 
senting the Roberts, Johnson & 
Rand “Star” brand line of The 
International Shoe Co., St. Louis, 
is utilizing the airplane to make 
sales trips. His first trip was 
with Capt. Joe Westover to Su- 
perior, Wis., and return in one 
day. He believes that the flying 
salesman catches the trade. The 
trip of 150 miles took two hours 
each way with plenty of time to 
visit customers. Mr. Paul lives 
at 1435 Grand Avenue. (UTPS) 















RVILLE 

ROMIG, who 
formerly repre- 
sented The Rich 
Shoe Co. of Mil- 
waukee, recently 
joined the sales- 
force of The Red 
Cross Shoe 
branch of The 
United States 
Shoe Co. Mr. Ro- 
mig will cover 
Kansas, Iowa, 
and Nebraska 
for this last- 
named house. 





Orville Romig 





| ye A. GANUNG of Livonia, who 
formerly traveled for D. Arm- 
strong & Co., and who had also repre- 
sented Williams, Hoyt & Co., died sud- 
denly recently at Fort Smith, Ark., 
from influenza and other complications. 
Mr. Ganung was a member of the 
Rochester Association of Traveling 
Shoe Salesmen. He leaves a wife, one 
son, and one daughter. 





D. BOURNEUF, who travels New 
¢ England and part of New York 
State for the Rickard Shoe Co., of 
Haverhill, Mass., was in charge of the 
exhibit of his house, made at the Second 
Annual Exposition of Industrial Prod- 
ucts manufactured by members of the 
Associated Industries of Massachusetts, 
held at the Copley-Plaza Hotel, Bos- 
ton, Oct. 18-20. The public who visited 
the Rickard booth were told by Mr. 
Bourneuf about the various models on 
display, with special emphasis given to 
the Truwalk line. Among the Truwalk 
numbers was an alligator oxford. Quite 
a few velvet pumps were shown in 
black and in colors, as well as straps 
in pastelle shades of astralak; there 
were also several Paisley numbers. 
Mr. Bourneuf said that the above- 
mentioned numbers were selling well 
throughout his territory. 





HE salesforce of the F. Mayer Shoe 

Co. were reminded October 1 by 
“The Mayer Merchandiser” that Octo- 
ber was their Harvest Month. “When 
the farmer’s harvest is ending, the shoe 
salesmen’s harvest begins,” they were 
told. “The potential buying power of 
the country is at its height in October. 
The farmer has harvested his crops 
and has his money for same. It is at 
this time of year that retail buying 
reaches a peak. Merchants are in the 
frame of mind of keeping their stocks 
sized up, so as to be in a position to get 
every available dollar’s worth of busi- 
ness.” With this thought in mind, the 
Mayer salesmen were encouraged to 
put forth their best efforts. Here are 
the names of the F. Mayer Shoe Co.’s 
live-wire salesforce: F. M. Schnurr, R. 
E. Golsan, J. C. Kinsey, C. M. Robin- 
ton, F. O. Hoppenrath, R. I. White, 
A. A. Castanedo, R. J. Leiser, P. F. 
Becker, W. F. Tritchler, H. G. Joseph, 
K. T. Schultze, D. S. Walker, E. H. 
Minor, J. J. Martin, H. L. Golsan, W. 
M. Tinker, J. Y. Johnson, H. A. Becher, 
L. E. Wade, C. H. Dickenson, F. B. 
Mixter, A. P. Hereford, H. H. Ricker, 
E. B. Arbuthnot, J. L. Shepherd, F. A. 
McCoy, H. F. Kern, H. J. Fleming, W. 
C. Fihelly, P. J. Nolan, H. A. Brock- 
meier. 
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IN STOCK 
New Fall 
Styles 





SAMARITAN LAST 
B-831—Black Kid. 
B-841—Golden Brown Kid. 
15/8 Solid Leather Heel, 

Rubber Top 





B-531—Black Kid, Black 
Grain Calf, Und... ..$6.25 

B-521 — Patent, Black 
Grain Calf, Und. 6.25 





SUFFICE LAST 
B-671—White Kid, Grain 
Calf Front. 
B-471—All Black Kid. 
B-441—Patent with Black 
Grain Calf Front. 
F-451—Brownstone Kid with 
Brown Grain Calf Front. 





SUFFICE LAST 
B-721—All Patent 


Leather : $6.50 
15/8 Cor. Cuban Heel, Covered Heel—Light Edge. 
Light Edge. B-571—All Black Suede, $6.75 
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Rochester, MY Send for Catalog and further 


details regarding Business 
Building Agency Plan 


SIZES 
AAA,5 -9 A,5 -9 C,3%-9 
AA,4%-9 B,3%-9 





New York City, 846 Marbridge Bldg. 











Chicago, Majestic Hotel 






















Los Angeles, 107 E. Sth Street 
Cleveland, 1599 Union Trast Bidz. 
San Francisco, Plaza Hotel 
Northampton, Mass., Draper Hotel 
Pittsburgh, Pa., Hotel Henry 


Men’s Arch-Aid Shoes made by M. A.. Packard Co., Brockton, Mass. 








Gently 
supports 
Arch 
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Middle Aidit rer Takes 
Action to Curtail Unjust Returns 


Pittsburgh Plan Discussed 
and Package Inserts 
Adopted; Much Progress 
on Convention Plans 


PHILADELPHIA, Pa.—A wide variety 
of subjects, indicating the broad ac- 
tivities of the association, were dis- 
cussed at a special meeting of the board 
of directors of the Middle Atlantic 
Shoe Retailers Association held at the 
Ambassador Hotel, Atlantic City, N. J., 
Oct. 17. Trade abuses and the asso- 
ciation’s next convention, to be held in 
Atlantic City, Jan. 23, 24 and 25, were 
the main topics of discussion. 

“We had a most interesting meet- 
ing,” said Cal Mensch, managing di- 
rector of the association, “the only ab- 
sentees being Henry Hirsch of 
Washington and A. R. Mandeville of 
Trenton.” 

Albert J. Schmidt, chairman of the 


Trade Abuse Committee, made a most | 


the present 
and showed 


progressive report on 
movement in their city, 


a series of newspaper advertisements | 


that will appear, trying to curb the 
unnecessary return of goods. 
Chairman Ludebuehl of the Mem- 


bership Committee reported a net in- | 


crease of memberships of 119. Chair- 
man B. W. Shaub of the Display Com- 
mittee is very much encouraged by the 
way the rooms are being taken. An- 
nouncements of the convention only 
went out three weeks ago, and already 


25 per cent of the rooms are reserved. | 


The booth idea in connection with the 


room he reports has been very popular | i 
with the manufacturers, and will prove 


to be a real asset to all. 

Albert Forster, chairman of the 
Publicity Committee, unfolded his plan 
of activity, which was heartily en- 


dorsed and pronounced of a very pro- | 


gressive type. Exhibitors at our con- 
vention will be furnished with inserts 
to be passed out to their customers. 
Members of our association will be 
furnished with inserts to go out with 


their mail to manufacturers. The 
Style Revue Committee, with Jules 
Winkelman as chairman, and their 


present plan, will certainly prove that | 
it is possible to have a shoe style show 
that is a direct benefit to manufacturer 
and retailer alike. 

Roy Walter, chairman of the Griev- 


ance Committee, received a complaint | = 


from W. F. Sullivan of McKeesport, 
calling our attention to the distribu- 


tion of footwear at practically no profit, | 


by large corporations to their em- | 
Ployees, and we are sure we will be 


able to reduce this abuse to some ex- 
tent. During September we influenced 
one large manufacturer to refuse to 
accept orders from a large manufac- 


All Set to Decide on 
Spring Shoe Styles 


New York, N. Y.—The ten- 
tative program for the Joint 
Shoe Style Conference to be 
held at the Hotel Astor, New 
York, next Tuesday, November 
1, beginning at 10:30 a. m., 
has been issued from the head- 
quarters of the National Boot 
and Shoe Manufacturers’ As- 
sociation here. The speakers 
include A. H. Geuting, presi- 
dent of the National Shoe 
Retailers’ Association; Henry 
W. Cook, president of the Na- 
tional Boot and Shoe Manu- 
facturers’ Association; E. C. 
Orr, +e acting chairman 
of the N. S. R. A. styles com- 
mittee; John McKeon, chair- 
man of the conference and of 
the N. B. and S. M. A, styles 
committee; Mme. Helene 
Volka, style authority; Mrs. 
Pauline Desha, associate edi- 
tor of “Fashionable Dress”: 
Mrs. Margaret Hayden Rorke, 
managing director of the Tex- 
tile Color Card Association: 
Mme. Hamilton Jeffries, shoe 
style show producer, and Les- 
ter H. Gibson, representative 
of the men’s advertising cam- 
paign. 

Following these addresses 
and general discussion, the 
chairmen of the committees on 
men’s, women’s and children’s 
shoe styles will present their 





recommendations. 

During the conference there 
will be an exhibit of men’s 
shoes from various manufac- 
turers, showing correct types 
for various occasions, such as 
street, sport and evening wear. 











| little, of S. L. B 
| and Clyde 


EVERY WEEK 


turing concern in East Pittsburgh. 
Our association has made applica- 
tion for membership in the United 
States Chamber of Commerce. 
Members from all over our jurisdic- 
tion have been asking for package in- 
serts that would help to bring to a 
minimum the number of unfair com- 
plaints made by customers. The 


| Washington Retailers Association and 


the Tidewater Association were very 
active in bringing influence to have the 
following in the form of a package in- 
sert, adopted by bape association : 


MILADY’S FOOTWEAR 


1. Consumers of present-day footwear 
demand materials of the finest tex- 
ture—light, airy and delicate. 

2. Patent leather (an enameled pro- 
cess), it is impossible to determine 
whether it will break, crack or check 
until it is worn. 

3. Footwear made of fabrics, espe- 
cially satin, is built for dress wear 
only. 

4. Shoe dealers will not be responsible 
for wear of the above types of foot- 
wear, 

5. Leather footwear is not water- 
proof. It should be protected in 
rainy or damp weather by rubbers. 
When wet or damp it should not be 
placed near fire or heat to dry. By 
so doing life is taken from the 


leather, causing it to become brittle 
and break. 

6. We emphasize fairness—to mer- 
chant, manufacturer and consumer 
alike. 


MIDDLE ATLANTIC SHOE 

RETAILERS ASSOCIATION 
Arrangements have been completed 
whereby our delegates from all over 


| our territory and New York City will 


be privileged to travel at one and a 
half times one-way fare, round trip, 
for our next convention. 

The four million dollar men’s shoe 
advertising campaign came up and 


| caused a great deal of discussion. A 
| resolution endorsing the campaign and 


recommending it to the association’s 
members was passed. 





Detroit Retailers 


Form Association 


DETROIT, MicH. (UTPS)—An organi- 
zation to be known as the Detroit Re- 
tail Shoe Dealers Association has just 
been announced as the result of a meet- 
ing of representative dealers. 

M. A. Mittleman, of Russeks, is presi- 
dent; V. B. McBryde, of McBryde Boot 
Shop, vice-president; R. S. Doo- 
ird & Sons, treasurer; 
K. Taylor of R. H. 
Fyfe & Co., secretary. 

Meetings are held twice a month. 
Membership is composed of proprietors, 
buyers and managers. One of the main 
purposes is for the various members to 
get together to know each other better. 
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IN STOCK 


Three button cut out slipper, 309 (com- 
bination) last, 14/8 Wingfoot Cuban heel. 
Goodyear welt. Arch-supporting shank. 


B1931—Black Glazed Kid $5.25 
B1932—Patent Leather with a glazed 

kid apron $5.25 
B1942—Sorrel Tan Kid. $5.75 


Widths AAAA to EEE 
Sizes 1 to 11 


Chicago Office: 





*) Opa: 


| Always Salable because it is 
Always Comf ortable 


This three button pattern that we 
are illustrating is a shoe you can 
depend on, when it becomes a 
question of supplying your cus- 
tomer with a shoe that is absolutely 


comfortable. 


Built on our wonderful fitting 309 
last, it is a good fitter on average 
feet, and, in addition will fit the 
low instep or narrow heel that per- 
sists in slipping in the ordinary 


shoe. 


We have been very particular with 
the draft of this pattern and you 
will find it unusually satisfactory as 
regards the heel fit, ankle fit and 


the adjustment of the buttons. 





37 Canal St., Rochester, N. Y. 


189 W. Madison St. 





October 29, 1927 
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Atlantic City Retailers 
Greet M.A.S.R.A. Directors 


ATLANTIC City, N. J.—At a special 
meeting Monday evening, Oct. 17, of 
the Atiantic City Shoe Ketailers Asso- 
ciation at the Hanan & Son store, 1334 
Atlantic Avenue, President Myer 
Marx, after dispensing with the read- 
ing of the minutes by Russel L. Githen, 
secretary, and omitting any local busi- 
ness, turned the meeting over to the 
reception of a dozen or more directors 
of the Middle Atlantic Shoe Retailers 
Association, which will hold its 1928 
convention in this city in January. 

The meeting was at once thrown 
open by talks and discussions from 
George M. Garman, Al Forster, of 
Philadelphia, Albert Schmidt, George 
Ludebuehl, of Pittsburgh, C. Fred 
Bikle, of Hagerstown, Md., Morton Pes- 
kin, of Cumberland, Md., Ben Shaub, 
of Lancaster, Pa., Lester Gibson, James 
Oakley, Cal Mensch, of Philadelphia, 
and Mal Neuwahl, of Altoona, Pa. 

Among the bright spots and high- 
lights of the talks, one that stood out 
was given by Lester Gibson on the 
subject, “National Advertising Regard- 
ing the Men’s Shoe Business,” spon- 
sored by the M. A. S. R. A., saying in 
part, “that this contemplated event 
would sow the seed to show men the 
way to dress better and help the re- 
tailer sell more pairs of men’s shoes.” 

Another outstanding talk was given 
by Atlantic City’s rooter, Cal Mensch. 
Piles of facts and figures in connection 
with the 1928 convention plans were 
given and explained at length to the 
joy of local members. At the same 
time some of the very best reasons for 
being a member of the M. A. S. R. A. 
were quoted and explained along with 
facts leading to progressive business 
procedure in the shoe business. 

All of the talks were heartily re- 
ceived and as the last one drew to a 
close, the local president, Myer Marx, 
spoke a word of thanks to the M. A. S. 
R. A. directors for having been present 
and for their work and interest in the 
1928 convention. All Atlantic City 
members renewed their declaration for 
100 per cent support, especially Messrs. 
Ben Singer, Louis Shapiro, James Mac- 
Donough and Al Freedman, who came 
out on the floor and pledged to do all 
in their power to make the 1928 the 
banner convention. 

A repast was served by the social 
committee. and the meeting was ad- 
journed. It was a stormy night and 
the hour was late, but attendance was 
at the high water mark. 


Hold *“*Foot Health’? Week 


Detroit, MicH. (UTPS).—The third 
week in October is designated by the 
. H. Fyfe & Co., Woodward and 
Adams Avenues, as their annual “Foot 
Health Week.” This year a model was 
employed in their window display, 
showing the features of Antioch shoes 
and how proper fitting of health shoes 
may enable the wearer to conserve his 
physical well-being. In another win- 
dow, a demonstration was given by a 
shoemaker, showing how repair work 
is done. 

_This created a good deal of enthu- 
siasm and met with a wonderful re- 
sponse. 





F. E. Ballou Celebrates 69th Birthday 


PROVIDENCE, R. I. (UTPS)— 
Frederick E. Ballou, Rhode 
Island shoe merchant under the 
name of F. E. Ballou & Son, 
celebrated his 69th birthday 
here Oct. 18. This completes 
his 48th year in the shoe busi- 
ness. Starting that many years 
ago, he worked in his father’s 
store and, upon the retirement 
of his father, he took control of 
the store. Today he and his 
son operate the business and 
have one of the most indi- 
vidualistic stores in the city. 

Upon his birthday, his em- 
ployees presented him with a 
large bouquet. Mr. Ballou is 
an active worker in the coming 
$4,000,000 national advertising 
campaign and is the chairman 
of the committee in charge. 


Maurice Wyman Dead _ i 


BALTIMORE, Mp. (UTPS)—Following | 
an illness extending over a period of 
six years, Maurice Wyman, one of | 
Baltimore’s leading and outstanding 
shoe merchants has been claimed by 
death. Mr. Wyman died at his home 
in the Emersonian Apartments, Eutaw 
Place and Park Drive. Death was | 
caused by apoplexy. Mr. Wyman op- 
erated Wyman’s exclusive shoe shop at 
19 West Lexington Street and an ex- 
clusive branch shoe shop at 111 East 
ee Street. He was 64 years 
old. 

Born in Alexandria, Va., sixty-four 
years ago, Mr. Wyman lived there only | 
a few years, when he came with his 
parents to Baltimore. While still in | 
his teens he entered the employ of | 
Posner’s Department Store and was | 
made buyer in the shoe department. | 
This connection he continued until late | 
in 1900. 

In that year he purchased the shoe 
business of J. Pels & Son, located at 
19 West Lexington Street, the location | 
of the main Wyman store. The busi- | 
ness grew and today it occupies a/| 
large four-story and basement build- 
ing. Even this large space was found 
inadequate, so a few years ago plans 
for expansion were made, and the op- 
portunity presenting itself, the French, | 
Shriner & Urner exclusive shoe busi- | 
ness at 111 East Baltimore was taken 
over, which is being conducted as the 
Urner branch of Maurice Wyman. 

Both stores were closed for three 
days, reopening only after the funeral 
which was held privately from his late 
residence. Interment also was private. 


Brown with Best & Co. 


New York, N. Y.—Harry G. Brown, | 
for the past two years shoe buyer for 
the Higbee Company, Cleveland, Ohio, 
and previous to that a partner in the 
firm of Brown & Clark, New York. has | 
been appointed buyer of women’s shoes | 
for Best & Company, Fifth Avenue. | 
Before entering business for himself in 
New York, Mr. Brown was shoe buyer 
for Bonwit Teller & Company. In his 
new position he succeeds M. Leacock, 
who recently was forced by ill-health to 
give up active business. 


|; nue, 


| suddenly at the Hotel 
| 12 following an operation for appendi- 


Frederick FE. Ballou in his office on his 69th 


birthday 


Panor Chain to Open 
Third Des Moines Shop 


Des MOINEs, Iowa (UTPS)—The 
Panor Shoe Stores, Inc., believing in 
the future of Iowa and particularly Des 
Moines, will open its third store in this 
city and the fifteenth of its chain. The 
new store will be located in the new 
Marks Building just being completed at 
the corner of Eighth and _ Locust 
Streets. The opening is planned for 
Nov. 10. 

The main offices of this chain is lo- 
cated in the Frankel Building, Des 
Moines. The parent store was estab- 
lished in 1901 by Sol Panor at 505 East 
Locust Street, Des Moines. The second 
store in this city was opened about a 
year ago and is known as Arant’s De- 
luxe Shop. 

Besides the new store here, the Panor 
Company will open five other stores 
early next month in Mason City, Iowa; 
Omaha, Neb.; Duluth, Minn.; Sioux 
Falls, S. D. and Superior, Wis. They 
are also planning five more stores for 
next year. 


John H. Ravzin Dead 


NEW ORLEANS, La.—John Hypolite 
Ravain, for 25 years one of the leading 
retail shoe merchants of this city, died 
Dieu, on Oct. 


citis. He was 49 years of age. Mr. 
Ravain was born and educated in this 
city, and at the time was proprietor of 
two stores here, one at 1407 Decatur 
Street, and another at 1801 Tulane Ave- 
His death is a great loss to the 


industry. He had a wide circle of 


| friends in the trade, and among those 


who will miss him most are the many 
traveling shoe men, the country over, 
who “made” New Orleans, and who 
held Mr. Ravain in high esteem. He is 
survived by a wife, five children— 
Henry, Alvin, Louise, and Rita Ravain, 
and Mrs. Gerard Schoen; two brothers, 
Albert and Eugene Ravain, and three 
sisters. Funeral services were held 
from the residence, 2015 Esplanade 
Avenue, followed by a requim high mass 
at St. Ann’s Church. Interment was 
in St. Louis Cemetery, No. 
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|f this story appeals to you 
write us to-day about 
YOURSELF 


One of the greatest joys of my life is 
the knowledge that our Company 
has given hundreds of men their 
“big opportunity.” This joy in- 
creases as I realize that the growth 
of the organization and its further 
expansion increases the number 
of these opportunities. 


oN 
ReGe 
oC 





WENTY-FIVE years ago, at the age of 26, with savings 
of $500 rote | as a clerk, J. C. Penney opened a cash- 
and-carry store in Kemmerer, Wyoming. 

It was a small store, on a side street, in a small mining 
town. Everybody predicted failure. But that little store sold 
$29,000 worth of merchandise the first year. Mr. Penney did 
not own the store, but he was manager and had an interest. 

“The owners gave me their confidence and a share in the 
profits, and the store has prospered,” he thought. ‘Why 
wouldn’t the same plan work with other men?” 

So he bought out his partners and opened two new 
stores. He put in as managers men who had worked for 
him as clerks. He let them have an interest. Under his 
guidance he let them fight their own battles, work out their 
own salvation, just as he had done. 

One after another, young men went out to new stores, 

roved their mettle and rose to prosperity. To-day the chain 
of J. C. Penney Company department stores—still on a cash- 
and-carry basis—is the largest in the world. That first store 
has grown to 885 stores. The $29,000 sales of the first 
year have grown to $150,000,000 this year. 

This story may help you to picture the sort of opportun- 
ity the J. C. Penney Company offers young men who start 
with it now. We are constantly opening new stores and 
needing young men who can be trained to ee them 
and become co-partners. We do the training and supply 
all capital. The starting salary is good, the rewards of man- 
agership are salary p/us a share in the profits of your store 
plus an opportunity to share in the profits of a// the J. C. 
Penney Company stores. 

What we require is experience in selling men’s wear, 
cs ag or shoes, age from 25 to 35, a good education 

nd a determination to be a first-class modern merchant. 
When we say there is no limit to the success such men may 
attain, we mean just that. 

If you are interested in this story and what it may mean 
for you, you are invited to write us confidentially. Give your 
age and experience and ask for our new booklet, ‘‘ Your 
Next Ten Years.” 

Address personally Wm. M. Bushnell at our New York 
office or E. M. DeMoss at our St. Louis office—whichever is 
nearer you. 


The J.C. PENNEY Company 


330 West 34th St., New York City, Room 1502C 
1010 Pine St., St. Louis, Mo., Room 1049C 
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French Mules and D’orsays 
The Christmas Gift Ideal 
Specially Imported by 
GOLO 





- 

nva 
Nothing Appeals to Women, both A 
to receive and give, at Xmas asa_ 3% 
pair of luxurious French mules or 
D’orsays. We have ready now a 
most comprehensive showing of holi- 
day sellers—made of exquisite 
French brocades; fine French kid, 


& 
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= 
Be and Chanteclair, the feathered a 
mules; in all—an assemblage that = 
ae includes everything you will want po 
xs in your slipper department. Be 
= 
co wi 
x 2) 
>) oh 
x 3 
i 5 
nA 
x i 
nA 
Ps is 
he 
x A typical French mule of distinctive brocade loomed nA 
& in France, decorated with fluffy ostrich pom-pom. eo} 
s Priced Lower Than is Usual for Such Grades is 
xh 
G S 
OLO SLIPPER CO. = 

* aS 


Chicago Branch Office: 1634 Republic Bldg. 
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<i 129 Duane St., New York 
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Columbus Merchants in 


Formal Dress Campaign 


CoLuMBuUSs, OHIO (UTPS)—Follow- 
ing meetings of the clothing, both 
men’s and women’s, and the shoe | 
groups of the Columbus Retail Mer- | 
chants’ Association, the announcement 
is made that an intensive campaign to | 
popularize the wearing of formal attire | 
at all social functions after 6 p. m. has | 
been launched in Columbus. Shoe deal- | 
ers, especially those dealing in high 
class party slippers and formal wear 
shoes for men, have joined in the cam- 
paign. 

A similar campaign was held last | 
year, in which shoe dealers only took 
a minor role. But it proved so success- 
ful that there is much enthusiasm over | 
the results obtained and a large group | 
has been formed to push the campaign 
this season. 

Properly carried out, the campaign is 
expected to produce a startling change 
in the dress habits of audiences at the | 
major musical and theatrical events of | 
the season, as well as the social occa- | 
sions incidental to Hallowe’en, Christ- | 
mas, New Year’s and other special oc- | 
casions. 

The campaign is divided into four 
major parts, built around a series of | 
musical concerts and other social af- 
fairs. The first part opened this week | 
and will continue until the middle of 
November, while the second period 
starts at Thanksgiving and continues 
until early in December. The third 
period starts the middle of December 
and continues until after the first of 
the year, while the fourth period covers 
the grand opera performances sched- 
uled for February. 

Cooperative advertising and publicity 
was launched Oct. 23 for the first pe- ° 
riod. Window trimmings will tie up | Milwaukee to Stage 
with the advertising campaign. Store | i sie — Soe 
executives will lead the way by wearing Early Xmas Displays 
evening dress only.at all social events.; wouwauxer. W1s.—Milwaukee shoe 
Salespeople will be educated to talk | retailers are among the retail estab- 

lishment operators in Milwaukee who 


evening dress. 
| will usher in the 1927 Christmas sea- 
S. H. Bailey Injured 


son on Nov. 14 with their first large 
display of holiday merchandise and 
M1aMI, Fia. (UTPS)—S. H. Bailey, | decorations. A campaign to educate the 
manager of the shoe department of | public to shop early and to make their 
Sewell Brothers, Miami, Fla., while re- | Purchases between 9 o'clock and 4 
turning from a New York buying trip, | o’clock during the day is to be con- 
stopped off at Atlanta, Ga., and drove , ducted as in former years. Placards 
the rest of the way with his family. | are to be placed on all street cars urg- 
When near Miami his car was struck | ing Christmas shoppers to do this, and 
by some speeding negroes and over- | posters are to be carried in newspapers, 
turned. Mr. Bailey was the most seri- | Street cars and plant publications and 
ously injured of those in the car, and | 0” ornamental placards to be placed in 
as a result of the accident his right | hotel rooms, according to the retail -di-7 
hand will have to be amputated. Mrs. | Vision of the Milwaukee Association of 
Bailey suffered a fractured hip and | Commerce. . 
other injuries, and their son, Samuel, | . Speakers assigned by post office au- | 
Jr., was badly bruised and cut. | thorities will address luncheon clubs, 
| civic organizations, theaters and radio | 
audiences and the post office will seek | 
the cooperation of churches and schools 
in urging early mailing. 


conservative. G. A. 





One Price Profitable 


KNOXVILLE, TENN. (UTPS)—The re- “A gift from America” will be one 
cent change in policy of the Cinderella | of the slogans of the retailers in an 
Slipper Salon, from a two-price to a | effort to encourage Milwaukee resi- 
one-price shop has been most success- | dents to send gifts, rather than money, 
ful, says L. J. Westbrook, manager. | to foreign lands. 
“We find that the change from $6 to | 
$8 to the one price of $6 has almost | 
doubled the volume of our business,” | Forster Altering Store 
he says, “and believe it has developed | 
our shop into one of the most complete | PHILADELPHIA, Pa. (UTPS)—Albert | 
and progressive six dollar shops in the | Forster, prominent shoe dealer in the 
south.” | northwestern section of the city, is! 


The Comet Shoe Store of Raleigh, 
has been converted into a beautiful new women’s shoe store under 
the name of the Cinderella Slippe 
nine years ago in Bristol, Va., where headquarters are at present, 
and operate ten stores in Virginia, Tennessee and North Carolina. 
A buying office is maintained in New York City. 
caters to women only but is carrying all kinds of shoes, fancy and 
Wallace is the manager of the Raleigh store. 
I. H. Taylor manages the Greensboro store. 
charge in Durham, and William Montague, in Charlotte. 
dent of the company is Morris Levison 
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For Women Only 


N. C., owned by Levison Bros. Co., 


r Shop. Levison Bros. Co. started 


The Raleigh store 


W. P. Katzennell is in 
The presi- 


making extensive alterations to his 
store in Roxborough, and when work is 
completed he expects to have one of 
the most attractive stores in the sec- 
tion. 

Mr. Forster also recently announced 
the appointment of his son, Arthur, as 
managing director of his shoe and boot 
shop in Manayunk. 


Add Foot-Saver Line 


Des Mornes, IA. (UTPS)—In keep- 
ing with the note of progress outlined 
by the other departments in Oransky’s 
Department Store the shoe department 
has added the Foot-Saver line. 

Heretofore this department has only 
appealed to thrifty. and economical 
shoppers. They now-feel that the time 


| is ‘ripe -for them to go-after the high 


class trade. A very attractive window 
display, together with a suitable an- 
nouncement.in the newspapers, in au- 
gurated their opening, and they are ex- 
pecting a fine business from this ven- 
ture. 


ew Shoe Stores 
New SI St 


Cutting Bros., Paola, Kan. 

Schweitzer & Schector, 
Conn. 

Anna Crawford (Miss), 
Building, Temple, Mich. 

K. & K. Shoe Store, Fall River, Mass. 

Henry Younger, South Boston, Va. 


Hartford, 


Coyne 
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“DOCTORS CHOICE” 
Shoes 


Years of research, months of preparation 
have been repaid. The enthusiastic re- 
ception accorded this new and different 
health shoe for children tells us we have 
not labored in vain. 


Perfect fit, sturdy wear, neat dressy ap- 
pearance, prices that are reasonable and 
an in stock department that delivers on 
time. Compare the specifications and 
prices then write for samples. 


Stock No. 6462 Patent 
4 ** Spar- 
and 





The sales franchise in your 
city is valuable, write for it. 











NATURE FOOTWEAR CORP., BREWER, ME. 

















DIVA Original patterns, uniformly 
A i i 
A pump with strap ot, strap and excellent quality, and prices 
ter and fancy stitch consistently popular — are the 
n 

B Oo i 

cown | Ouse, with | Goldstone standards of value responsible for 

wood heel. the growing popularity of Burrows 


footwear. 


The pattern illustrated can be made in 
four weeks. Would you like to see 
Samples ? : 


BURROWS SHOE CO. 


INCORPORATED 


Rochester, N. Y. 
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Rileys,7,0iek 


Properly Patterned-Smart Looking-Correctly Built 


One good merchant to every town will 
find this line profitable to feature. Several 
hundred are now doing so. 


An In-Stock department is a regular fea- 
ture of our service to aid you in quick 
turnover and replacement of broken sizes. 





Features of Arch Relief Shoes are: 


The keynote in Arch Relief Shoes is COM- 
FORT in BEAUTIFUL SHOES. 


. ARCH RELIEF SHOES are built on combi- 


nation lasts and are anatomically correct. 


ARCH RELIEF SHOES are corrective and 
give special support to the inner arch of the 
foot, where most of the weight of the body is 
carried, giving relief to arch strains to which 
most foot ailments are traceable. 


ARCH RELIEF SHOES keep the normal 
foot healthy, as they hold their shape and give 
support to the arch of the foot, preserving its 
natural beauty. 








For the modern woman who wants stylish shoes 
that she can shop in—walk in—live in and have 
everlasting comfort doing it. 


Every merchant that associates with Riley auto- 
matically becomes entitled to all the advertising 
helps that the company gives. This free ser- 
vice includes copy and illustrations for news- 
papers, folders, direct mail follow-ups, movie 
slides, etc., impressive and effective business 
makers for Arch Relief Shoes. 


It costs nothing to ask 
about the proposition. 


The MODETTE 


Batent ‘Tie mR A Riley Shoe Mfg. Co. 


Sizes AAA—5 to 9 
AA—5 to 9 


58% to 10 Columbus, O. 


C—3% to 10 
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WHERE TO BUY 
Men’s Shoes 








Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 
























Richards & Brennan .0., Randolph, Mass 


<\ 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 



































HENRY LILLY CO. 
220 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 





a 





Tus 





SHOE 


(P) a vrrczamcg tat 
BROCKTON ______., 














NETTLETON 
Shoes of Worth 
A. BE. NETTLETON ‘CO. 
B. W. COOK, Presidens 


Syracuse, N. Y., U. 5. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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St. Louis Firms 
At Capacity 


On Rush Orders | 


Sr. Louris, Mo.—Business on Wash- | 
| ington Avenue, the heart of the whole- | 


sale shoe district, is showing remark- 
able activity with all firms continuing 
to show increases. Good gains are in- 
dicated for October. This report in one 
ef the large generai line houses means 


| they will be topping the biggest month 


in 1926. 
Orders are being booked in greater 


| quantities than it is possible to ship. | 


This condition is correcting itself to a 
considerable degree. Factories are run- 


ning to capacity in an effort to turn | 


out sufficient shoes to fill orders. The 


| specialty houses are jammed. full of 


shoes with capacity production being 
strained at every point. 


Brown suede is perhaps the most | 


talked of style in these houses as the 
heavy demand being felt by the retail 
merchant is reflected in the factories. 

The new spring patterns are occupy- 
ing the undivided attention of the styl- 
ists at present and whispers emanating 
from the sanctums of fashionable foot- 
wear are colors; and you’d be surprised, 
but they are softly mentioning suedes. 
Some manufacturers have a hunch on 
suedes, but remain noncommittal when 
questioned as to their strength in the 
demand for spring shoes. 





New Firm in Avon, Mass. 


Avon, Mass.—Avon has obtained a 
new shoe factory with the beginning 
of production by the Gill-Fisher Shoe 
Co., a new organization, making about 
250 pairs of shoes a day. The concern, 
operating in the old Littlefield factory 
in Avon square, has floor space suffi- 
cient to increase its output to 800 to 
1000 cases a day, its ultimate objective. 
The company, incorporated for $100,- 
000, has the following officers: Merton 
F. Ellis, president and _ treasurer; 
Charles G. Willard, clerk; Arthur 
Fisher, vice-president, all of Brockton; 
Joseph A. Gill and Arthur Gagne of 
Avon. Mr. Gill has been in the shoe 
manufacturing business himself in 
the same plant under the firm name 
of the Gill Shoe Co. Mr. Fisher is 
well known in both the selling and 
manufacturing end of the business, 
having traveled New York State and 
the Middle West. 


White with Verza Co. 


PEeABopY—Richmond White, who was 
for some time with the Barnet Leather 
Co. of Little Falls. N. Y., has joined 
the Verza Leather Co. manufacturers of 
calf leather, Peabody. Mr. White is of 
the celebrated White family of tanners, 
who have made history in calf leather 
for two generations. 





Lynn Suggests Holding 
Back on Spring Styles 


LYNN, Mass.—Business is easing off 
| here. Cutters have been laid orf in 
some shops. Makers are seeking filling 
in orders to keep their shops bus 
during the dull spell of November and 
| early December. A desire, commonly 
| expressed, is that new Spring styles be 
heid back until the markets are ripe 
and a harvest of profit may be reaped. 
“Leather is going up,” says a sole 

| cutter. “Soles will cost more when the 
| next run starts in the shoe shops. Ad- 
| vances so far this year have ranged 
from five to ten cents a pair on soles. 

| The greater advances have been on the 


| 


cheaper lines of soles.” 

| “Lasts are changing again,” reports 
| a last maker. “At least, we have a 
| new demand for the high heel last, the 
| heel being from 17/8 to 20/8, the vamp 
| 2% in. in length, and the toe round 
and somewhat balloon like. Many mer- 
chants are evidently of the opinion that 
the short high arch last looks best with 
short skirts.” 

Suede is the leading style in leather 
for October. Brown is the leading 
color. Tanners have made more suede 
leather than ever, and yet have waiting 
lists of customers. Shoe manufacturers 
expect that suedes will keep on selling 
until Thanksgiving time. 

An interesting idea is that of 
trimming suede vamps and quarters 
with wing tips and foxings of grain 
leather, either natural grain or em- 
bossed leather. The grain leather will 
protect the nap of suede leather when 
arctics are put on. Suede is also used 
in combination with the metallic glints. 

A high front oxford, with a dipped 
side, in a combination of black patent 
and suede, is the best seller with one 
firm. Black shoes, delicately piped with 
colors, are selling well. Buckle trimmed 
shoes have rolled up a new record for 
this year. A new idea is to flatten 
down the buckle, or put it in the side 
of the shoe, for style, as well as for 
| convenience in fitting arctics. 
| Ordinary strap styles are common- 
place. The selling idea is to make a 
strap of snappy style, to weave it 
through links or loops, or to fasten it 
with a buckle in a way to start a thrill 
| of surprise. A wealth of fascinating 
| party slippers, now in the factories, 
| ought to make mighty good merchan- 
dise for the Christmas sales. 








Stern-Auer Plant Busy 


CINCINNATI, OHI0O—The Stern-Auer 
Shoe Company is running at capacity 
and is sold up for several weeks in ad- 
vance, President Joseph Stern reports. 
Black patent and black kid are the 
leathers taking best with the trade in 
the corrective type of shoes, although 
brown kid is being called for in size- 
able quantities. Calf, which is low at 
present, will pick up again and be very 
| good in the spring, Mr. Stern thinks. 
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Men’s Shoe Plants Quieter 


BROCKTON, 
dropped again this week, indicating 
the advent of the in between season. 
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Mass.—Production | 


Most of the plants are operating the | 


whole week but only two of the big 
plants are very busy and a couple of 


the shops making job shoes are work- | 


ing on full schedule. 


Definite evidence | 


of the slackening is shown in the ship- | 
ments for the week which totaled only | 


7011 cases, about the same figure as 
for the corresponding month of last 
year. Salesmanagers were not im- 


pressed with the orders coming in dur- | 
ing the week although there were re- | 


ports of the women’s lines holding up 
better than was expected. 


French Designer Joins 


Julian & Kokenge Staff | 


CINCINNATI, OHI10O—Eugene Ritzo of 
France recently became connected with 
the Julian & Kokenge Company of Cin- 
cinnati. He has taken charge of their 
designing department. Mr. Ritzo re- 
ceived a gold medal of honor at the In- 
ternational Exposition at Grenoble in 
1925. He also has a gold medal from 
the International Shoe Manufacturers 
Association at Paris, and in 1925 he 
received a diploma of honor from the 
French Republic Ministry of Commerce 
and Industry. 


P. B. Keith 80 Years Old 


BROCKTON, MAss.—Preston B. Keith 
of this city, one of the pioneer and 
veteran shoe men in the city, marked 
his 80th birthday anniversary on Oct. 
18 by entertaining at a family gather- 
ing at his home. He was remembered 
with many gifts. Mr. Keith, who was 
the founder and president of the Pres- 
ton B. Keith Co., until his retirement 
a few years ago and the subsequent 
consolidation of the business with the 
Whitman & Keith Co., Inc., still re- 
tains his active interest in Y. M. C. A. 
work and the Northfield Seminary. 
He is the only surviving member of 
the original board of directors of the 
Home National Bank. 


Style Boot Selling Well 


CINCINNATI, OHI0—The Chic-Bott, a 
product of The Big K Shoe Company, is 








| O'Neil, 


going over with flappers in a big way, | 


according to Wm. S. Dunker, sales man- 
ager of the firm. The boot is a little 
more than ankle height and is made up 
in several different materials with black 
patent most popular. The strap is 
concealed by the turndown alligator 
collar and a Cuban heel gives it a 
striking appearance. Another new one 
being featured by Big K is a golf shoe 
for men and women. Made of smoked 
calf with padded chrome sole and 
rubber heel. this shoe laces to toe and 
has the general appearance and pro- 
portions of a tennis shoe. Novelty 
holiday slippers are going out in large 
shipments, Mr. Dunker said and present 
indications point to a strong season 
on them. 


*“*‘Immediate”’ Business 
Keeping Haverhill Busy 


HAVERHILL. Mass.—October produc- | 


tion figures, it is indicated, will meas- 
ure up well with other seasons, im- 
mediate business keeping local fac- 
tories going at a brisk pace. Buyers 
are asking speedy deliveries and shops 
best prepared to make shipments are 
benefiting by the late season trading. 
The larger plants are with few ex- 
ceptions busy, with volume varying 
widely among the small producers. 
New patterns, new colors, and vari- 
ous style innovations are being intro- 
duced to stimulate late October and 
November business. Pattern 
tions are slight, however, being re- 
stricted to modification of shanks and 
quarters, or introduction of cut-out 
and underlay motifs. Brown kid, 
suede, calf, and ooze are running 
stronger, dividing output with the 
popular patent. Satins and velvets in 
McKays are finding substantial outlet. 


Among the busy plants at present are | 


the Rickard Shoe Co., the Modern Shoe 


Co., the Model Shoe Co., the Lexington | 


Shoe Co., the David Shoe Co., the 


Slipper City Shoe Co., the Jonas Shoe | 


Co., the Duane Shoe Co., and several 
others. 


Ornsteen to Grade Up 


HAVERHILL, Mass.—Myer T. 


present line to meet a new demand in 
the women’s trade. The Ornsteen 
plant, one of the largest in the local 
industry, serves the wholesale trade 
and has enjoyed an active season. Mr. 


Ornsteen has not announced the date | 
for introducing his new line, but the | 
grading-up process will soon be begun | 
and the shoes introduced to the trade | 


at the opening of another season. 


Big Order for Golden Rule | 


Golden Rule 


LYNN, Mass.—Daly’s 
factory started last week on an order 
for 58,000 pairs of shoes from the 
Wise stores. The new Golden Rule 
factory No. 3 made its first shipment 


last week, sending out 135 cases of Mc- | 
| Kays and turns. 


Later it made its 
first shipment of welt shoes. Daniel 
who used to manufacture 
shoes in Boston, is general manager of 
this factory. Angelo Di-Batista is 
superintendent of the factory. He was 
promoted from the bench. He learned 
to make shoes by hand in his native 


| land, Italy. 


Factory Orders Light 


CINCINNATI, OHI0O—Shoe factories 
here are running at low capacity. With 
fall weather just now getting here, fac- 
tory orders have been very light during 
the past week, although several fac- 
tories report business to be about the 
same as is usual at this time of the 
year. All manufacturers are busy 
on spring samples which will be shown 
at the style shows in late November, 
and many of the new samples will be 
of colored calf. 
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WHERE TO BUY 
Men’s Shoes 





HAND TAILORED’ 
HAND LASTED 


Bion F-REYNOLDS Comm 


BROCKTON, MASS. . 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They’ee Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 


GE 


30 STYLES IN STOCK 
Ready for Delivery on the Det 


EMERSON SHOE MFG. 686. 
Rockland, Mass. 




















Orn- 
steen of the M. T. Ornsteen Shoe Co., | 
is preparing to make a line of women’s | 
high grade McKays, grading up his | 


i he 


| WHERE TO BUY 
| Standard Shoe Materials 
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Strong and Flexible 
Counter Board 


Made from 
Long Fiber 
mae by 
The Sterli Fiber Board Ce. 
Bales Omice, 501 Fifth Avenue, 
ew 


est Virginia 


Scientifically manufactured to an exact 
Uniformity of Quality. 
Pulp Products Department 
WestVirginia Pulp& PaperCompany 
Detroit NewYork Chicago ¢ 




















The One 
Waterproef 


Takes and Re- 

tains a Polite 
CREESE & COOK CO. 

Tanneries at Danversport, 95 South St., Boston. Mass. 
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WHERE TO BUY 
Ballet Shippers 



















BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Glazed Kid, Soft Toe 










HERDER, Inc. 


SCHWARTZ & 
pecialists in Ballet Manufacture 
241 No. 11th St., Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 











ly 
H & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 
LYONS & COMPANY 








In Stock Black Bal- 


Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CO., INC. 





New York, N. 




















$1.10 Miss and Child’s 
$2.20 Miss and Child’s 
White-Pink Kid. Pink-Black Satin 25c. extra 


TURN BOUDOIRS 
Quilted Satin $1.20 


Kid Beudeirs RIGHT LEFT LASTS $1.10 and $1.20 
The VOGUE SLIPPER CO., Haverhill, Mass. 


Herd Tee $2.25 Wes. 








BROOKS’ BALLETS 


Made on Right and Left Lasts. 

















No. 600—Black Kid 


e 
Coast Prices Slightly 


BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 














Light Colors for Spring, 
the Talk in Boston 


Boston, Mass.—Shoe factories in 
this section are busy on immediate 
business. Women’s footwear makers 
are talking about light colors for 
spring. With the style conference of 
the allied industries, to be held at the 
Hotel Astor, New York, on Nov. 1, so 
near at hand, manufacturers are await- 
ing for a more definite expression from 
the retail shoe merchants as to their 
opinion in this matter. The thought, 
as expressed by many men in the in- 
dustry, is that light brown kid ties 
will be good sellers for the early 
spring; others say ties and straps in 
very light shades of tan and beige; 
light gray and tones of deep ivory 
are being sampled. A few manufac- 
turers in this section are buying wash- 
able white calf suede for both men’s 
and women’s sport shoes. Sport shoes 
for the spring season will feature 
much white, with tan and black trims. 
There is a good demand for fancy 
sport soles, say manufacturers, a 
popular number being “the waffle” 
pattern, while the spike golf sole is 
growing stronger in the demand. 

Wholesalers are displaying their 
shoes attractively. One of the con- 
cerns located in the heart of the shoe 
and leather district of this city has 
windows with floors of oak, and shows 
shoes to the passers-by on _ small 
fringed velvet mats; another concern 
has its window floor “carpeted” with 
flowered paper. Ties, straps, and 
Colonials appear prominently in all 
displays. 





Agoos Kid Co. Expands 


LYNN, Mass.—Agoos Kid Co., Inc., 
has completed a new power plant; also 
has installed new equipment. It is 
planning to make more kid leather. 
It has been producing 500 doz. skins 
daily, in blacks and colors, for some 
time. It has plans for a new ware- 
house, to be built in the spring. It 
contemplates an addition to the tannery, 
and the production of some new lines 
of leather. Samuel L. Agoos, leather 
merchant of Boston, is president and 
treasurer of this company. Frederic 
A. Sketchley is manager of the tannery. 





Wage Scale Discussed 


HAVERHILL, Mass.—Negotiations be- 
tween the Haverhill Shoe Manufac- 
turers’ Association and the Shoe Work- 
ers’ Protective Union for a general 
revision of prices in the local industry 
have been formally opened. Specific 
price proposals have not yet been made 
by either party to the parleys, but com- 
mittees representing each faction are 
now engaged in framing proposals for 
submission before the Shoe Board of 
Arbitration. The new prices will be 
operative beginning Jan. 1. 





L. H. Gilson Convalescent 


Brockton, Mass.—L. H. Gilson, ad- 
vertising and salesmanager of the 
Barbour Welting Co., has returned to 
his home here after having recovered 
from a serious operation at the Brock- 
ton Hospital. 











New Tannery Building 


PEABODY, Mass.—Hunt, Rankin Co., 
makers of calf leather, are constructing 
a building of unusual type in addition 
to their plant here. The new structure 
will be 250 ft. long, 127 ft. wide and 
16 ft. high. It will be used for finish- 
ing calf leather. 


New England-Made 
Men’s Shoe Exhibit 


Boston, Mass.—Marcus McWeeny, 
buyer for the men’s and boys’ shoe de- 


partments of The Kennedy Co.’s cloth- 


ing store, this city, reports a gain of 
25 per cent in his sales on account of 
a special “New England Made Men’s 
Shoe Window,” fine values, good effort 
on the part of the three salesmen in 
his department, and on the part of the 
salesmen in the other departments of 
this store, and effecive newspaper ad- 
vertising. Double the space usually al- 
lowed for the display of men’s shoes 
was given to Mr. McWeeny, who with 
the assistance of Salesman Edward 
Sherman arranged a display of the 
Brockton Co-Operative Shoe Co.’s mer- 
chandise. A large tan calfskin, with 
the map of New England traced in gold 
letters, and the name of the Brockton 
Co-Operative Shoe Co. thereon was 
suspended from the top center of the 
display. The entire process of making 
the shoes, showing the way the product 
looked as it was finished by each room 
of the factory, was depicted. Prices 
—from $7 to $10—were given on neat 
display cards, placed beside the shoes, 
and other attractive cards stressed the 
honesty of workmanship and material, 
and further stated that these shoes 
were “all leather” shoes. This trim 
lasted one week. 

Mr. McWeeny reports that during 
the two years he has bought for and 
managed this department he has shown 
a steady increase in the sale of men’s 
and boys’ shoes, each week’s figures 
exceeding those of the corresponding 
week of the past year. He says that 
men are buying more black shoes than 
tan in the proportion of about 33 1/3 
per cent on tans to about 66 2/3 on 
black, while on boys’ shoes the propor- 
tion of black and tan is about 50/50. 
A center table in the men’s and boys’ 
shoe department displayed , cashmere 
hosiery in “sport” patterns of gray and 
blues and browns. This display, it was 
stated, has materially increased the 
sale of hosiery in the furnishings de- 
partment of this store. And the sales- 
men of the furnishings and other de- 
partments help the shoe business by 
suggesting shoes to their customers. 
When these salesmen suggest shies, 


they give the customer a card which on 


presentation by the customer at the 
shoe department is placed on file. To 
the salesman sending the most custom- 
ers to the shoe department during the 
period from Nov. 1 to Thanksgiving 1s 
awarded a turkey. 





Now Handle Nunn-Bush 


Detroit, Micu. (UTPS)—The King 
Blair Company, 1456 Woodward Ave- 
nue, announce that they have taken 
over the sale on Nunn-Bush shoes com- 
mencing Sept. 1. 
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Wholesale Shoe Assns. 


Merge at Chicago | 


Cuicaco, Ill—A merger of the 

National Shoe Wholesalers Association, 
composed chiefly of Eastern houses, 
and the recently organized National 
Shoe Wholesalers Council, with a 
membership chiefly among mid-Western 
and Southern houses was effected here 
this week at a meeting at the Stevens 
Hotel. The merged organization will 
be known as the National Shoe Whole- 
salers Association and headquarters 
probably will be established in this 
city. 
Sidney J. Eisman of the Charles 
Meis Shoe Company of Cincinnati 
heads the merged organization. Five 
vice-presidents, each to represent a 
section of the country were chosen as 
follows: Fred A. Brown, of the Gra- 
ham Brown Shoe Co., Dallas; David 
K. D’Army, of the Nathaniel Fisher 
Co., New York; Ralph B. Jones, of 
the C. A. Goodenow Shoe Co., Boston; 
J. B. Sutton, of the J. K. Orr Shoe Co., 
Atlanta; and Ben Sinsheimer, of the 
Sinsheimer Co., Chicago. 

Cooperative advertising by the shoe 
wholesalers to impress upon the re- 
tailer the value of the wholesaler in 
the distributive scheme was discussed 
by Harry D. Hurd of Hurd & Fitz- 
gerald, Utica, N. Y. Lester Gibson 
of the men’s advertising campaign out- 
lined the progress that the campaign 
is making. The campaign was en- 
dorsed by the newly formed organiza- 
tion. 

Frank F. Winans of the National 
City Company of Chicago and vice- 
president of the Chicago Association 
of Commerce pledged the support of 
his organization to the new association. 


Fire Stops Godman Unit 


LANCASTER, OHIO (UTPS) — The 
sprinkler system at plant No. 5 of the 
H. C. Godman Co. of Columbus, was set 
off by a large fire in a lumber yard, 
directly across the street from the shoe 
factory on Oct. 21, causing some loss to 
stock from water. There was no di- 
rect loss from fire, however, and the 
damage is fully covered by insurance. 
The plant was idle for two days but 
was started Oct. 24 with a full force. 
Inability to secure power from the 
local power company made the short 
layoff necessary. The unit of the H. C. 
mga Co. manufactures women’s 
shoes. 


Factory First—Then Store 


CINCINNATI, OH10—Harvey L. Farr, 
nephew of H. H. Farr, owner of Farr 
Brothers Company, Allentown, Pa., is 
spending a few weeks in the Stanley 
Duttenhofer shoe factory at Cincinnati 
learning how shoes are made prior to 
becoming associated with his uncle in 
the retail business. 


New Shoe Co. Formed 


OAKLAND, CaL. (UTPS) — The 
Western State Shoe Company has been 
formed under the laws of Delaware for 
W. A. Wallace of Piedmont, Cal., and 
M. A. Eisele and O. F. Clayton, of Oak- 
land, Cal. According to the charter 
articles filed, the company is capitalized 
at $200,000. 








Opens Social Shoe Season 


Boston, Mass.—After 238 banquets, 
stretching over forty years, it is amaz- 
ing to register three charter members. 
Yet that was the feature of the eve- 


ning at the Boston Boot and Shoe Ciub | 
in opening up its new social season. | 


The three charter members were Henry 
F. Tapley, J. Rush Green, and the 
founder of the club, William L. Ter- 
hune. 


The meeting was held at the Hotel | 


Statler, Oct. 19, and was presided over 


by Horace R. Drinkwater, who in his | 


opening address, emphasized the fact 
that advancing prices in shoes were 
justified, and would be maintained 
throughout the industry into next sea- 


son. He gave evidence of considerable | 
research in the study of market con- | 
ditions, and indicated that new shoes, 


built on present purchases, would cost 
more per pair. 

Secretary Thomas F. Anderson re- 
ported twenty-one new members in this 


veteran social club, indicating new life | 


and new enthusiasms in the most inti- 
mate industry of all—shoes and 
leather. 


An address on “Service” by R. E. | 


Larrabee of the Sheldon organization, 


was the final feature of the evening. | 


Retail Business Good 
in Cincinnati District 


CINCINNATI, OHI0O—Business during 
the past week has been exceptionally 
good, local shoe retailers report. A 
cool snap three weeks ago started 
black and brown suede moving and they 
have run very good since that time. 
At first, brown moved best but black 
in all grades is reported to be much 
more popular at present writing. Some 
retailers give suede credit for causing 
black patent to lose ground. Patent 
continues in the lead in most stores 
but has lost steadily for the last three 
weeks. Alligator continues to move to 
a certain extent and satin is reported 
slow but is expected to be very good 
later. 

Bernard’s Shoe Dept., which opened 
recently, is doing a flourishing busi- 
ness, especially on black suede, accord- 
ing to Frank Goldstein, manager. Mr. 
Goldstein said that sales with them 
during the past ten days according 
to popularity of materials are: black 
patent, black and brown suede and 
brown alligator. Moire and flowered 
satins are attracting some attention 
and are expected to be very good later. 
Some calf is moving and an occasional 
call comes in for kid. Bernards’ opened 
a few months ago with the idea of sell- 
ing the latest in footwear styles at 
$4.85 and $5.85. 


Black suede and brown suede are 


moving equally well at the John Shil- | 


lito Company, according to Miss Casson, 
shoe department manager. Satin is 
beginning to move faster; alligators 
are moving to a certain extent but 
mostly in brown; calf and kid are both 
slow and black patent continues in the 
lead. claiming at this time approxi- 
mately 50 per cent of the sales. 


In the $10 to $15 class. suede and | 


alligator run about 50-50, accordine 
to Albert Whitton. manager of The 
Rollman Sons Shoe Department. Patent 
is not so good in this class, as in 
cheaper grades. 
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Shoe Price Ticket Holders 


SO er er er re 





POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 
Small, neat, everlasting. 


th trial order. 


M. D. POLLINGER CO. 
416 Victoria Bidg., St. Louis, Mo. 











WHERE TO BUY 


Men’s @& Women’s 
Slippers 





in STOCK 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 Bway 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Faney Patterns. 
$27.00 per doz. and Up 








Men’s All Leather House Slippers 


STOCK 


Iron Sole—Rubber 
Send for samples. 
ROTH & ROSENBERG SHOE OO. 








124 N. 3rd St., Philadelphia 
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WHERE TO BUY 


Women’s Novelties 


el 





FOR YOU 
Minimum mark-up of 
33% % on your 
selling price. 
Returnable samples 
sent at our expense. 
Samuel Cohen 
Shoe Co. 
Beaton, Mass. 














Latest Styles at 
Popular Prices 
in Stock. ~ 

$T-NEW YORK 











FEATURE $4 RETAILERS 
Terms: 10%—20 days. 
Express Allowed 
25¢ per pr. 
less in 36 
pr. case lote. 


$3.00 


Patent Leather 
G. M. Pat. = 
Bik. Velvet, G. 


$3.10 
A aa G. M. Pat. 


Pat. Trim. . Suede Trim 
19/8 Spike—14/8 Cub. White Sheep 
Lined-Leather Inners. 


Other snappy novelties continually In-Stock. 


Aronson Bros. Shoe Co., Inc. 


213 Essex St., Boston, Mass. 
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Heel Protectors 





A PROFIT MAKER 
to retail at 


Un q 
MEMPHIS. TENN 
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Store Fixtures 
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GOOD WINDOW 
FIXTURES 


GOODWIN & ¢ 
LC 8 let ATA 











| the 
| Co., reported that they had noticed a 
| general letting-up in business but were 


| it would last for a long time. 
| that they are very optimistic about the 
| business for the next few months. 
| Dempsey is of the opinion that the 
| retail merchants bought too heavily on 
| the price advance, and with a bad 








"Merchants Buying Slowly 


Say Milwaukee Houses 


MILWAUKEE, W1s.—There has been a 
general slowing up in the shoe manu- 
facturing industry during the past few 
weeks but it is not regarded as serious 
or as being for a long time, but due to 
the backwardness of the retail season 
to a large extent. 

J. C. Johnson, sales manager for 
Nunn-Bush and Weldon Shoe Co., said 
that his company is just about two per 
cent ahead of a year ago. The mail 
order business is holding up very 
strongly but the returns from the 
salesmen are not what they should be. 
Mr. Johnson said that the retail mer- 


chants have not sold the shoes they | 


bought for fall which is the reason 
for not being in the market now. 
Blacks comprise sixty to sixty-five 


per cent of the volume and darker 


browns the balance. Mr. Johnson said 
that conservative lines are being taken 
by their trade. About twenty-five to 
thirty per cent of the total business 


this season has been on high shoes | ness and in 1907 Mr. Lee became sec- 


| according to him, which is about the | 


average compared with other years. 
Robert Dempsey, sales manager for 
Weyenberg Shoe Manufacturing 


not alarmed over it and did not believe 
He said 


Mr. 


break on weather most of the fall sea- 
son, have been unable to dispose of 
much of the stock. 

The girls’ and young women’s busi- 


ness is also showing signs of a decline | 
according to E. C. Huth of the Huth | 


and James Shoe Manufacturing Co., 


but Mr. Huth said they had been ex- | esol’ ete. 


pecting it as a regular seasonal dull- 
ness. Production at the factory is con- 


tinuing at a good rate but it may be | 


reduced within a short time. The mail 


order business has been good. 


James H. Woodbury Dead 


Boston, Mass.—James H. Woodbury, | 
general manager and assistant treasur- 
er of the exclusive 80-year-old retail | 
died | 


shoe store of T. E. Moseley Co., 
suddenly of cerebral hemorrhage, on 


Oct. 14, at the age of 69, at the end of | 
He had been | 


a busy day at the store. 
connected with the T. E. Moseley Co. 
for 56 years, 


tives. 
activities at the T. E. Moseley store at 
the age of 13 years; 


boy; then a salesman, and later, one of 
the executives of the company. He was 
considered an expert in the merchan- 
dising of men’s shoes. 

Mr. Woodbury’s wife died about ten 
years ago and he had made his home 
with his brother, Frederick, who is in 
charge of the delivery desk at the T. E. 


Moseley Co. store, and his unmarried | 


sister. In addition to these members of 


his family, he leaves a married sister | 


and a married daughter. 
As a mark of respect to its general 
manager, the T. E. Moseley Co. store 


and had served under | 
three generations of Spencer execu- | 
Mr. Woodbury commenced his | 


he was then an | 
errand boy; he later became a stock | 


was closed from 2 o’clock to 4 o’clock 
on the day of the funeral. 

“In the death of Mr. Woodbury, the 
shoe industry has lost a mighty fine 
man,” is the opinion of the many in the 
trade who were privileged to have 
known him. 


Ira N. Lee Dead 


SyRACUSE, N. Y.—Ira N. Lee, one of 
the founders, and for 47 years, secre- 
tary and treasurer of the A. E. Nettle- 
ton Company, shoe manufacturers 0! 
this city, died early this week at hi: 
home at the age of 75. Mr. Lee had 
been iJ] for some time and his death was 
not unexpected. He retired from activ: 
business about six months ago. 

Ira N. Lee was born in Haven, N. Y.. 
Sept. 22, 1852, and moved, with his 
family to Fulton, N. Y. early in life. 
There, as a young man, he became a: 
sociated with A. E. Nettleton, and 
when the latter moved to Syracuse t: 
take over a shoe factory there, he was 
accompanied by Mr. Lee. Together 
they built up the big Nettleton busi- 


retary and treasurer of the company. 
He is survived by his widow, a son. 


| Harry S. Lee, an attorney in Syra- 


cuse, and a grandchild, daughter «f 


his son. 


Frank Hoffman Dead 


CoLUMBUS, OHIO (UTPS) — Frank 
Hoffman, aged 57, president of the 
Hoffman Hide, Fur and Products Co., 
of Columbus, met instant death at Lan- 
caster, Ohio, Oct. 21 when he stepped 


| off a traction car while in motion and 


slipped under the wheels of a heavily 
loaded truck trailer. He was a resident 
of Columbus for 23 years and founded 
his present business eight years ago. 
He was an Elk and a member of sev- 
The deceased leaves his 
wife, a daughter and two brothers. 
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STUDY CHIROPODY 
Make $5,000 to $15,000 a Year 
ester i Chirepedy. The 


ea 

at largest foot elinie c 
in world. Faculty of yao, surgeons, chiro; 
odiste. Finest labora’ 


ries and equipment. Four- 
teenth quscmmted —y Entrance requirements, 4 
ears high school ~d equivalent. oo. 2 years 
mae classes Opportunities to earn way 
while studying. Write for catalog. Dept. B. 
ILLINOIS COLLEGE OF CHIROPODY 
1327 N. Clark Street, Chicage 











WHERE TO BUY 
Children’s Shoes 





“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room ‘52 
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Nunn-Bush 
CAnkle-Fashioned Oxfords 


for Well Dressed Men 


Oe ee TY gE eo 


In Stock 


The Hampton—$6.00 


No. 1514 — Black Storm 
Russia Calf, Soft Box 


No. 2514—-Tan Storm Russia 
Calf, Soft Box 
AA to D 


— 


Make our In-Stock department your profitable partner in business 
Fall and Winter Catalog Now Read) 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 


Eastern Branch—144 Duane St., New York City 
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When Men Coed Muffs 


| . URING the Reign of Queen Anne the dandies 
THE crude uncom- : wore shoes equipped with high red heels and 
poncho, pati d immense buckles. They also carried muffs and walk- 


18th century is now a 


laughable memory. Z 5 . : 
die mtiiein dine ; ing sticks and even went so far as to wear patches 


looks better, wears ff of court plaster on their cheeks. An indication that 
better and is better Z - : 

when equipped with 2 men as well as women are susceptible 
(elastic— The Quality ; ‘is dus ailtinadl of fashion 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Incorporated 1904 





Established 1894 


IN STOCK 


Patent Blucher with Dri-Sole 


Stock No. 
1201 Sizes 5-8 Spring Heel 


12025 Sizes 844-11 Rubber Heel 
12035 Sizes 11%-2 Rubber Heei 


‘ 
s 
a 
f 


‘a 


Also Tan, Gun Metal and Golden Elko 


TRUITT BROS., Inc. 
Binghamton, N. Y. 














Fi REN oa Pe, Pie MS Ie ie Ok ae tig es a 


A three eyelet tie oxford de- 
—~ signed by Chevillat, in baby 
i b. =< brown alligator and brown kid. 


ied ie 


To assure the success of your style lines from season to season 


you have but to be consistent in the selection of your models. 


FORD Creations have proven their success for the retailer— 
they are triumphs in designing and manufacturing. Why not 
be a FORD retailer—consistently? 


C. P. FORD & Co., Inc. 
ROCHESTER 
New York 


Sloe ee ee ee ee ee ee ee eee ee ee ee ee eee ee ee el ee ee ee 


“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” started to preach that text to an audience of over 10,000 
attentive merchants. 


The sown seed is growing with amazing rapidity. All over the country shoe merchants are 
putting in hosiery departments. Each month the idea grows bigger. 


So we say to you—the place to sell hosiery easily is to the shoe merchant. 


The Boot and Shoe Recorder, through this Hosiery section, offers a direct approach to the most 
responsive group of hosiery buyers in the country. 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 


- 


a ee ae ae 


te eC eae a 


Tn Tt te a es we ee | he ue ue Pe ee ek ee Se Pc ue my nie 


——— = 


i! 
‘ 
i] 
' 
f 
' 
1 
' 
1 
' 
1 
' 
{ 
' 
1 
' 
f 
' 
fl 
' 
1 
' 
f 
' 
f 
' 
fl 
' 
fl 
' 
fl 
' 
fl 
' 
4 
' 
f 
' 
1 
' 
1 
' 
4 
' 
1 
' 
A 
' 
1 
' 
1 
' 
1 
' 
4 
' 
fl 
' 
f 
t 
fl 
' 
A) 
4 
' 
f 
' 
f 
' 
4 
4 
t 
f 
' 
fl 
' 
4 
' 
4 
' 
4 
' 
f 
¥ 
4 
' 
f 
' 
4 
' 
A 
' 
1 
' 
1 
' 
4 
t 
A 
' 
fl 
t 
4 
' 
4 
' 
f 
t 
fl 
' 
1 
' 
f 
' 
1 
' 
4 
' 
‘ 
' 
‘ 
' 
f 
' 
A 
4 
t 
) 
ft 
f 
4 
' 
¥ 
f 
t 
4 
' 
1 
t 
4 
t 
4 
' 
f 
' 
1 
' 
f 
' 
x) 
‘ 
" 








BOOT AND SHOE RECORDER October 29, 1927 


ot ontly | 


Or 








Better Looking Windows Mean BETTER Salef 


N these days of smart footwear, beautifully styled, your windows need the smartest 
kind: of selling messages and the strongest of selling copy. {] Nine women in With yc 
ten shop from window impressions. Your windows will either sell them or they Bilver or 
won’t according to the kind of selling spirit that’s*in them. {] The Recorder’s —. 
New and ImprRoveD “Selling Messages” are smart and full of real selling ards sir 
punch. {ff They will “talk business” for you all through the day and long after different 
you've locked your door and gone home. {| Designed and created by Recorder PY s¢ 


100 s 
experts, they have the seasonal authority of style and colors that you need today. iow 


The Better You TELL Them—The BETTER You Sell Theifly ws 
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-but Different / 


“Selling Messages’ 
r| Windows 
















Tear off and Mail This Coupon 


is Is What You Receive— 


RECORDER SHOW CARD DEPT. 
E looked a long time and discarded many types of easels before 189 Madison Street, Chicago, Illinois 
we selected the beautiful polychrome two-toned ones which are 


€ thi ; Please send me the “Selling Messages” for one 
: part or this service. 


year. I agree to take this service for twelve 


With your first shipment of cards you receive four easels either in months and will pay for it at $4.00 a month 


silver or gold with your store initials hand em- 


bossed in the oval against a dark background. . 


+ 
‘ 
’ 
: 
‘ 
‘ 
. 
' 
1 
' 
a 
1 
' 
. I prefer the (silver) (gold) easels. 
' . ° , , ° 
very month you receive eight hand-designed 00 H a hemo ae pe = 
atds similar to those reproduced above, with ; ; 
different shaped cards each month . . . full of . 
peppy selling messages and every two months : 
00 special blank price tickets. All for : 
' 
P 
: 
A 
' 
+ 
1 
1 
‘ 
s 





not carried.) 





Per 
Month 


Name 
Street 


City 


RECORDER SHOW CARD DEPT. 
89 W. MADISON STREET CHICAGO, ILLINOIS 


State 


hen 


Please put following initials on easels 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 














SALESMEN WANTED 


SALESMEN WANTED 








A MEDIUM PRICED CORRECTIVE SHOE FOR A SIDE LINE 


Salesmen Wanted—to carry on commission manufacturers line of 12 ‘‘Air-O-Pedic Arch’’ 
Support Shoes for Women. Retailed from six to seven dollars. ‘These shoes have special 
features not found in any other shoe and appeal at once to merchant and consumer. 
tories open: All states south of Pennsylvania and Ohio and West of Mississippi, except 
coast states. Prefer men who work their territories close. 


AIR-0-PEDIC SHOE CO., 126 Summer St., Boston, Mass. 


Terri- 











Merchants Shoe Co. 


offer qualified salesmen the opportunity to 
sell their smart lines of women’s novelty 
shoes which are carried in stock, in the 
following territories: Pennsylvania, Ohio, 
Michigan, New Orleans, No. New York, No. 
and So. Carolina, Minnesota and Wisconsin. 
Full details must accompany your applica- 
tion. Address 
MERCHANTS SHOE CO. 


57 Lincoln St., Boston, Mass. 











TEXAS—ALABAMA 


Boys’ fine shoes. We will place this 
territory with experienced representative 
having an established following. Liberal 
proposition for right man. Give full 


— and references with applica- 
tion. 
NEENAH SHOE COMPANY 
Menasha, Wisconsin 








SALESMAN WANTED 


Side line or full line calling on out-of-town 
department stores, chain stores and _ better 
grade retail stores to represent manufacturer 
and importer of rhinestone, genuine cut steel, 
imitation cut steel and imported steel beaded 
buckles. Commission and bonus. Territory and 
references in first letter to receive considera- 
tion. The Philgold an: 236 West 55th 
Street, New York, N. 








Nationally Known Manufacturer 
of Men’s shoes to retail at $7.50, desires 
experienced successful salesmen with 
wholesale shoe _ record. Quick action 
necessary. Several territories available. 
Address D-112, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











ALESMAN WANTED—Competent salesman 

with established trade to sell on commission 
basis our popular price line of soft soles and 
juvenile shoes in Indiana, Ilinois, Minne- 
sota, North Dakota, Colorado, Kansas and 
Central New York. Spring samples now ready. 
Give full rticulars and references in letter 
of application. H. H. FREELAND, INC., 
Rochester, N. Y. ~ 


Curtis & Jones Company 
READING, PA. 


Want salesmen in Pennsylvania and 
New York to represent a NEW IN- 
STOCK DEPARTMENT now being 
equipped for the use of Retail Trade. 
The line comprises about fifteen 
styles of women’s medium priced 
Arch Support Footwear in widths, 
including fat ankle patterns, and a 
good assortment of our celebrated 
Children’s PLAYWEAR sstitchdown 
Footwear. All packed in one con- 
tainer. Liberal commissions, Auto- 
mobile salesmen preferred. A side 
line of merit. 











SALESMEN WANTED—Desire immediately 
experienced shoe salesmen with established 
trade in Kansas, Nebraska and Iowa, to carry 
in connection with short non-conflicting line, 
our well known line of Hapytoz Soft Sole 
Shoes, Flexible First Step Turns and New 
Process Welts. All numbers stocked. Highest 
rate of commission paid. References required. 
W. C. GOODGER, INC., Rochester, N. Y. 


ANTED—Salesman to carry a line of 

men’s and boys’ fine welt shoes for west- 
ern Pennsylvania. Address G. P. CRAFTS 
ae 147 West Broadway, New York 
ey. N. ¥. 


WANTED—Salesman with established trade 
to sell up-to-date line of children’s and 
misses’ turn and stitchdown shoes, commission 
basis. State ———— with application. The 
Kepner-Scott Shoe Co., Orwigsburg, Pa. 


STATES of Kansas and Missouri open for a 
salesman to carry our line of babies’, in- 
fants’, children’s and misses’  stitchdowns; 
misses’ and growing girls’ welts. Give refer- 
ences in reply. HELMHOLZ SHOE MFG. 
CO.. Milwaukee, Wisconsin. 














A RESIDENT salesman for Oregon, Wash- 
ington and the Rocky Mountain states for 
a fast-selling line of McKay Novelties of the 
better grade. ‘To be sold to retailers who buy 
12 pairs or more to the width. Only men 
who cater to this trade need apply. Com- 
mission basis only. Address D-115, care Boot 
and Shoe Recorder, 207 South St., Boston, 
ass. 


ANUFACTURERS of rhinestone cut steel 

and beaded shoe ornaments desire salesmen 
to handle their line as side line. Strictly 15% 
commission basis. Out-of-town only. RUBIN 
BROS., 640 Broadway, New York. 





SALESMEN WANTED 





SALESMEN owning cars wanted for Illinois, 
Indiana, West Virginia, Alabamd, Virginia 
and other "good states, to sell Ked Wing Work 
Shoes and Boots on liberal commission basis. 
— WING SHOE COMPANY, Red Wing, 
Minn. 


XPERIENCED salesmen to _ represent a 

Brooklyn manufacturer of exclusive novelty 
turns, who sells to department and big volume 
buyers only. Strictly commission basis until 
we can see results. Must have good references 
and sample room preferred. Mid-western and 
Southern territories open. Address D-120, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 


A RESIDENT salesman for Michigan, Ohio, 
Pennsylvania and adjoining territory for a 
fast-selling line of McKay Novelties of the 
better grade. To be sold to retailers who buy 
12 pairs or more to the width. Only men who 
cater to this trade need apply. Commission 
basis only. Address D-117, care of Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











ALESMEN with established trade to carry 

quality line of men’s, women’s and children’ s 
House Slippers of leather and fabrics in turn 
and cushion sole construction. No objection to 
carry with non-conflicting line. Commission 
basis. Give reference in first letter. Some 
very good territories open. Address D-121, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—Salesmen with established trade 

to represent us in Michigan, Minnesota, 
Colorado, Mississippi and Ohio. We have the 
largest and fastest selling line of women’s 
novelty shoes in the country, selling at one 
price of only $2.85. Liberal commissions and 
wonderful proposition to men of proven ability 
SPECIAL SHOE COMPANY, 1332 Washing- 
ton Ave., St. Louis, Mo. 


WANTED—Salesmen with established trade 
to sell fast moving line of women’s novelty 
McKays, priced at $3.35 to $4.50 in Iowa, 
Louisiana, Colorado, Minnesota, Mississippi, 
Nebraska, Ohio and Wisconsin. Money making 
proposition for the right men. SHU-STILES 
INC., 1330 Washington Ave., St. Louis, Mo. 











WANTED—Live wire salesmen to represent 
a newly-established wholesaler of women’s 
stylish footwear retailing at $5 and $6, ir 
New York State, Pennsylvania, Michigan, and 
Maryland. Only men with convincing sales 
records need apply. Address D-119, care Boot 
of Shoe Recorder, 207 South St., Boston 
Mass. 





FOR RENT 


FIFTH AVENUE, Bay Ridge, Brooklyn at 
52nd Street, West Side. Best location for 
shoes. Building can be rented on long term 
lease. RB. LYONS, 27 Lenox Road, Brook 
lyn, N. Y. 











WANTED TO PURCHASE 


(CASH BUYERS—Ladies surplus shoe stocks 
only up-to-minute stvles considered. HOLF- 
IN-THE-WALL-SHOE-STORE, Augusta, Ga 
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LINE WANTED 








BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 











Wanted—Good line of Growing 
Girls’, Misses’ and Children’s 
Shoes for Illinois, Missouri, Nebraska, 
Iowa and Minnesota. Twenty years on 
the territory selling the big accounts. 
First class references as to Salesmanship 
and Integrity, aiso Bank References as to 
financial ability. 

John Allen, 628 Clinton Avenue, 
Des Moines, lowa. 











INE WANTED — Women’s novelties and 

Men’s Shoes from $2.25 to $3.00 for Georgia 
and Florida. Three years in this territory 
calling on good accounts, at present em- 
ployed and wish to make a change. Address 
HUSTLER, P. O. Box 827, Atlanta, Ga. 


ENERAL line of medium priced shoes for 

the state of Florida calling on retail trade, 
have large clientele. Address D-123, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 








ANTED—Medium priced Wisconsin work 


shoe as side line to My Men’s dress shoe. 


Address D-124, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





FOR SALE 





OR SALE—Six rolling ladders, track, and 

poles in perfect condition. Made by The 
Bicycle Stepladder Co. No reasonable offer 
refused. HOLBROOK’S SHOE STORE, 
Danbury, Conn. 





STABLISHED Shoe Store for sale. Main 
street of Western Massachusetts town of 
10,000. Low rent; medium grade stock with 
quick turn over. $5000 cash will buy stock 
and fixtures. Address D-118, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ICKNESS necessitates the selling of my shoe 

business established forty years in same 
location. Large family store, selling nationally 
advertised quality lines only; new front and 
fixtures. Long lease; rent $250.00. Seventy 
thousand business annually. Fifty miles from 
New York; growing town. A store that has 
the good will of its community, operated under 
up-to-date methods. An opportunity recognized 
as unusual by any thorough A-1 shoe man. 
Address D-114, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








POSITION WANTED 





Wo is in need of a responsible shoe sales- 

man to represent them in New York City? 
Address D-106, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y 


To a Children’s Shoe 


Manufacturer 


We are one of the oldest manufacturers of branded 
corrective shoes for men and women in America. 
Our product is nationally known and because we 
are receiving persistent requests from many deal- 
ers for children’s shoes which we do not make, we 
offer to a well established firm, an unusual oppor- 
tunity. Our franchise will reduce sales resistance 
for your salesman, help you secure a staple volume, 
and cater to a demand that already exists. Write 
in confidence. 


PRESIDENT, BOX D-116 
Boot and Shoe Recorder 


239 W. 39th St., New York 








HELP WANTED HELP WANTED 





Montgomery Ward & Company 


DESIRE THE SERVICES OF A SHOE STYLE EXPERT 


He must have a successful past record, both results and earning power. 
He must know how to figure factory costs and be a merchandiser, and be 
able to foresee style trend. Do not apply unless you have had successful 
retail buying experience over a period of years. Apply in writing only to 
R. R. MOORMAN, MONTGOMERY WARD & CO., 
CHICAGO, ILLINOIS 


Give your past accomplishments and details regarding your present position 
and salary. If we are interested will arrange interview. 





XPERIENCED manager for shoe store seeks 

connection with chain store organization. 
Good window trimmer. References furnished. 
Address D-122, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





HELP WANTED 








Factory Wants Man For Selling 
End 


This Middle West factory, making a men’s 
and boys’ specialty line of established 
reputation, needs an experienced man to 
handle selling end. Must invest at least 
enough in business to give line working 
interest. For particulars, address D-94, 
Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 








Information for Shoe Merchants 


The advertising 
Recorder consti 

















MERCHANT NEEDS MERCHANT NEEDS 











Milbradt 
Ladders 


“WINDOW made for 40 years 
DISPLAY V FIXTURES by the “original tn 


Made in all styles 


SEGALLE SONS ae 


Get our price before 


933 ARCH ST. placing your order 
PHILADELPHIA, PA. Milbradt 


"ARE BUSINESS GETTERS poopy Ae 





SEND FOR CATALOG ST. LOUIS, MO. 
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MERCHANT NEEDS MERCHANT NEEDS WANTED TO PURCHASE 














Sell Us Your Left Over 


One of the Two Best Lines Made |_| »= ¥u. 2:20: Pecxssue cow 


WINDOW DISPLAY FIXTURES Or Entire Stock for Cash 


ASK for CATALOG 
chitin A a aae ae 
tor entire shoe stocks. We also buy r 
surplus or slow sellers. Quantities no +" 
Retail or wholesale. Short term leases taken 


Masminy SALES ARE MADE ON THE ee eff your bands. Wire or phone us. Oorre 
spondence confidential. Eetablished 1890. 


Write on Your Letterhead MAX GLAUBERG 


436 out # Street, New York City 
The Oscar Onken Co. , Cincinnati, 0. 


We also purchase clothing, hats, 
goods, etc. 
No. 611 W. 4th Street 
































furnishing 
Dry Dock 0852 























_ MERCHANT N EEDS 











Est. 1916 
ESTABLISHED 1890 


Display Fixtures L A B E L S 


41 W. 35th St., New York — 
Cr EVERN 


the oottt ng | SHOE CARTONS _ 1 YPE 


EXCLUSIVE BUT NOT EXPENSIVE DISPLAY FINTURE 
SAMPLES UPON REQUEST 














FRANK C. MEYER Cows 
(3508 Cantons a —axgtis Tee 
263-271 LEXINGTON AVE , BRODKLYN. mv 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 




















101 YEARS OF MANUFACTURING EXPERIENCE 


ren near the Ocean its called. 
‘The Breakers 
§0 modern in equipment and 


well conducted it is known as 
vetedaaein “tae 


dene Sigranity te Seaeniek 








Superior Shoe Ornament Works pont 


EYWOOD-WAKEFIELD Shoe 
394 Ralph Ave., Brooklyn, N. Y. 


Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- WANTED TO PURCHASE 
ments, without any obligation on 


; sr We, : A om H P A i D Information for Shoe Merchants 


OW 2” 
for entire shoe stocks or surplus stects of here to Buy consti- 
other Saale "2 Any quantity. tutes a source of knowledge 


Ses attention given. 
so that he who runs through 
KIRSCH-BLACHER CO., Ine. these pages may read—and 


cisco 622-624 Broadway, New York, N. ¥. 
fren »Caltl, Phone Spring 1443 learn. 
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Black and Brown Suede 


Popular in St. Louis 


St. Louis, Mo.—Business in the re- 
tail district remains brisk and October 
in practically all stores is showing a 
decided increase over the same period 
of 1926. Business during October, 
1926, was exceptionally good and a 
gain for the present month will repre- 
sent a substantial business. 

Black suede has lost none of 
salability and is gaining in all stores. 
The problem now is to supply the de- 
mand as most operators were cautious 
when placing their commitments. Un- 
doubtedly this demand for suede has 
caused the slackening of patent leather 
reported in all stores. 

The surprise color and material of 
the season is brown suede. The great- 
est number of unfilled calls in every 
store today is for brown suede and, 
with few exceptions, retail merchants 
are without the material which has 
swept in with much gusto. Practically 
all stores have them coming, but the 
situation facing the retail merchant 
affects also the manufacturer who is 
having a heavy call for this material 
and color. 

The higher priced stores are better 
stocked on these shoes than the popular 
priced institutions. Reports from the 
top grade stores, however, are to the 
effect that their stocks are badly 
broken. Orders are still being placed 
for black suede, with one small store 
placing during the past week orders 
for 600 additional pairs. Velvets are 
in demand, but with reservation. 


Fire Damages Stock 


CoLUMBUS, OHIO (UTPS) — Fire, 
which started in a vacant building at 
the rear of the five-story brick struc- 
ture at 32 West Chestnut Street, Oct. 
21, caused a loss of approximately $60,- 
000 to the stock of the Schiff Co., which 
operates 57 retail shoe stores over the 
Middle West and South. The company, 
which is headed by Robert W. Schiff, 
recently moved from its former 
quarters, 108% North Third Street, 
and had just become settled in the new 
location, although not quite all of the 
stock had been moved. The third alarm 
was given and all of the Columbus fire 
department was called to fight the 
flames. The loss to the Schiff Co., was 
caused entirely by water and smoke as 
none of the stock actually burned. 
Water covered a portion of the stock. 
The blaze was discovered by an em- 
ployee of the Schiff Co. No interruption 
in business at any of the branches will 
result from the fire. 


New Astor Shop Opens 


Detroit, MicH. (UTPS)—A new, up- | 
to-date, well appointed shoe store, in 
the heart of the shopping district. has | 
recently been opened. The Astor Shop, | 
1510 Woodward, is the second store in | 


Detroit, and the third in Michigan, in 
a group of stores owned by Ed. Brown- 
stein and Mike Koffman. The other 
Detroit store is located at Griswold and 
Grand River. while the State store is 
In Flint. 

Jane Shoes. 


its | 


| 
| Brager Store Sold 


| 
| BALTIMORE, Mb. 


| 

| Baltimore department store, 
| Saratoga and Clay Streets. 
| Brager’s maintains an 
| women’s and children’s footwear de- 


partment on the main floor, where it | 


recently opened, having been trans- 
ferred from the second floor and a 
men’s footwear department on the third 
floor, recently opened. 
the women’s shoe section on the main 
floor is an _ orthopedic 
where three lines of orthopedic foot- 
wear are featured. These departments 


in keeping with the expansion program 
of the new owners. Norman Davis is 
buyer of footwear for the store. 


Shoe Men to Join 
in Safety Congress 


Valley Retail Shoe Dealers Association 
through its secretary C. E. Dittmer is 
taking a prominent part in arrange- 
ments for the All-Ohio Safety Congress 
to be held in Columbus, Nov. 9 and 10, 
under the auspices of the Division of 
Safety and Hygiene of the Ohio In- 
dustrial Commission. On the second 
day of the meeting there will be a 
series of sectional meetings, one of 





which will be for the purpose of pro- | 


| moting safety-first standards in the 
| mercantile classification, to which all 
shoe retailers belong. C. E. Dittmer. 
who in addition to being secretary of 
the Ohio Valley Retail Shoe Dealers’ 
Association is also secretary of the Ohio 
Retail Dry Goods Association and the 
Ohio Retail Clothiers and Furnishers 
Association. will preside at that group 


sion is much concerned over the de- 
velopment of safety-first measures in 
all retail stores, as the base rate for 
workmen’s compensation insurance is 
predicated on the experience of acci- 
dents in retail stores. 

Jay E. Thompson, secretary of the 
Toledo Safety Congress: G. F. Francis, 
controller of the LaSalle & Koch Co.. 
Toledo, and A. J. Wilson, controller and 
superintendent of the Mabley & Carew 
Co., Cincinnati. are on the program to 
lead the discussion. 





They are featuring Betty | 


Beaman Has New Front 


KNOXVILLE, TENN. (UTPS) — With 
the remodeling of a portion of the 


| store, the entire front of the Beaman 


Shoe Company at Gay and Commerce 
Streets was torn away and new display 
windows installed, giving the store one 
of the most attractive and effective 
entrances in the city. The windows are 
thoroughly modern in design, the two 
side displays sloping back to a central 


| ease which is flanked on either side by 


a doorway. Panelling of dark wood 
and carefully designed and placed light- 
ing fixtures show to the greatest ad- 


vantage the arrangement of men, wo- | 
men’s and children’s shoes which the | 
| firm carries. 


(U TPS) — The | 
| American Department Stores Corpora- | 
tion, a Delaware corporation with head- | 


i i ade | - mq : sane 
ne a jo ny a’ Gee - | of his own is being realized by William 


taw, | 
ee | Kenney’s shoe store for men at 1 North 


interesting | 


| to make 


A feature of | 


department, | 


will be continued only on a larger scale | 


CoLuMBuUs, OHIO (UTPS)—The Ohio | 


meeting. The Ohio Industrial Commis- | 


“Bill” Kenney to Open 
Own Men’s Shoe Store 


BALTIMORE, Mp. (UTPS)—An am- 
bition to have a shoe business entirely 
C. Kenney in his opening of Bill 
Howard Street. The building was for- 
merly occupied by the London Shoe 
Store. It has been completely remodeled 
and improved according to specifications 
it an interesting exclusive 
men’s shoe shop. 

Mr. Kenney is well known in shoe 
circles, having been identified with the 
shoe business for the greater part of 
his young life. He is especially known 
as operating Kenney’s Bostonian Shoe 
Store, 112 East Baltimore Street. 

Mr. Kenney has entirely severed his 
connections with the Bostonian Shoe 
Store. His interest in the store has 
been sold and it will now be operated 
as the Baltimore branch store of the 
Bostonian Shoe Stores. 

In his own store he will continue to 
specialize in sporting and young men’s 
shoes at the popular price range of 
six, seven and eight dollars. Bill 
Kenney’s shoes will be carried exclu- 
sively. These are made according to 
Mr. Kenney’s specifications and include 
a wide range of styles and leathers. 


Shoe Revue at Woman’s 
Club 


Boston, Mass.—On Thursday, Fri- 
day and Saturday afternoons and eve- 
nings of last week the Stetson Shoe 
Co. exhibited its product at Whiton 
Hall, Codman Square, Dorchester, in 
connection with a social event of the 
Dorchester Woman’s Club. On Satur- 
day evening the Stetson Snappy Style 
Revue, with twelve girls, and its musi- 
cal comedy specialty, was the high- 
light of the entertainment feature of 
this large socially and prominent group 
of women and their many friends. 


New San Francisco Shop 


San FRANcIsco, CaL. (UTPS)—San 
Francisco’s roster of exclusive shoe 
shops for women will be increased by 
two stores with the opening of new 
stores by Mandel, Inc.. at 319 Geary 
Street, and at 35 Grant Avenue. 
Mandel’s is a national chain of shoe 
stores, and these are the first establish- 
ments of this firm in San Francisco. 


Bennet with Kinney 


RACINE, Wis.—T. A. Bennet, former- 
ly of Lincoln, Neb., has become asso- 
ciated with the local store of S. R. Kin- 
ney Co., Inc., as assistant manager. 
He has had many years of experience 
in corrective shoe fitting, and has also 
specialized in fitting shoes to younger 
people. He was with retail shoe stores 
in the East for a time. 


Amluxen at Hack’s 


Detroit, MicH. (UTPS)—Nicholas 
Amluxen, at one time connected as 
buyer and manager for A. E. Burns & 
Co., is now with Hack’s Orthopedic Boot 
Shop, 28 West Adams. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anno SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 
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THERE Is OPPORTUNITY IN SHOES.. By R. L. Prather 
A Real Chance for Young Fellow 
with Fitting Stick. 


MAKING USE OF THE THEATER 
Not for Shows But for Models. 


No PROFIT ON THE FIRST PAIR..... 
That’s Ben Lindgren’s Theory, 
and It Works. 


THE VOICE OF THE RECORDER 


O. P. I. (OTHER PEOPLE’S IDEAS).. 
Profit Making Tips. 


EXORCISING THE NEWEST GHOST... 
Stock KEEPING IN ELEVEN GROUPS. 
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News of the Travelers. 
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OTHER REGULAR FEATURES. 
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By Harry R. Terhune 
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15 Minute a Day System....... 
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Among Manufacturers 
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A buying guide to 


Alden, C. H., Abington, Mass 
Arch Aid Shoe Co., Rochester, N. Y. 
Aronson Bros. Shoe Co., Inc., Boston, Mass. 92 


Ault-Williamson Shoe Co., Auburn, Me. .38-39 


Blog Shoe Co., New York City 


Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass. 


Brooks Shoe Mfg. Co., Phila., Pa 
Burrows Shoe Co., Rochester, N. Y. 


Cantilever Corp., Brooklyn, N. Y 
Cambridge Rubber Co., Cambridge, Mass, 75-76 
Sapezio, S., New York City 

Central Shoe Co., St. Louis, Mo 


Churchill & Alden Co., Brockton, Mass., 
4th Cov er 


Clapp, Edwin, & Son, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston 
Commonwealth Shoe & Leather Co., Whit- 
ll 


Coon, W. B., Co., Rochester, N. Y 
Copeland & Ryder Co., Jefferson, Wis.... 


Cushmann-Hollis Co., Auburn, Me 
Duane Shoe Co., New York City 


Elam, F. S., Shoe Co., Rochester, N. Y.... 92 
Emerson Shoe Mfg. Co., Rockland, Mass.. 89 


Excelsior Shoe Co., Portsmouth, Ohio.... 28 


Ferris Shoe Co., Phila., Pa..............30-31 
Fisher, A., & Son, Stoneham, Mass...... 74 
Florsheim Shoe Co., Chicago, IIl 

Ford, O. P., & Co., Rochester, N. Y. 

Fried, Lazarus, & Sons, Inc., New York 


Golo Slipper Co., New York City 
Goodrich, B. F., Rubber Co., Akron, Ohio. 
Greeley, A. W., Co., Haverhill, Mass..... 


Harsh & Chapline Shoe Co., Milwaukee, 
Bs Keccvesercccvedsecsceéedoeessees 23 


Haseltine, Ernest D., Co., Newburyport, 


Howlett & Hockmeyer Co., New York City 
Johansen Bros. Shoe Co., St. Louis, Mo 


Lape & Adler Co., Columbus, Ohio.... 
Lilly, Henry, New York City 


Lyons & Company, New York City 


Marion Shoe Co., Marion, Ind 
Meis, Chas., Shoe Co., Cincinnati, Ohio. 
Merchants Shoe Co., Boston, Mass 


Metropolitan Slipper Co., New York Cit) 
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